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Man with 
a magic pencil 


ee-he represents the 
New England Life 


Give him a sheet of paper, and give him your 
confidence. Under his pencil there will grow a 
safe future for you and your family. 


The figures that he jots down and adds and 
multiplies will someday come marching back to 
your family, or to you — as income while you 
take life easy. Or as a welcome cash reserve 
when you need it. 


There are two main elements in this magic. 
First, this man from the New England Life 
knows all about the wonderful things that can 
be done with life insurance. . 


But equally important, he also brings you 
the advantages of the New England Life 
contract. The guaranteed privileges of that 
liberal contract can help you in many ways. 


You see, the magic really isn’t in the pencil. 
It’s in the training of the New England Life 
agent, and in his ability to bring about a better 
life for you. Ask him freely for advice. It’s yours 
without obligation. 
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bring 


you r 


life 


business 


GUARANTEED 


COST 


preferred risk 


contract from The Travelers 





about you and your services in full-page advertisements in 
the nation’s leading magazines. You'll want to use leaflets, 


Here’s the policy to sell preferred risks who can afford 
$10,000 or more of insurance. The Travelers Preferred 


Risk policy offers unusual benefits at low guaranteed cost. 
For instance. premiums are reduced substantially after the 
first year. The reduction is guaranteed for the life of the pol- 
icy and is not dependent on the company’s earning ability. 

You'll be no stranger to prospects, for Travelers talks 


folders and other sales aids from The Travelers wide array 
of compelling promotional material. 

Your Travelers Life Manager or General Agent will be 
glad to help you focus attention on this line. Why not 
call him today? 


The Good Things in Life are Guaranteed 






ONE OF THE LEADING LIFE INSURANCE COMPANIES 


THE TRAVELERS 





| 
| 
| 


HARTFORD. CONN. 


om 








THE NATIONAL UNDERWRITER, Life Insurance Edition. Published weekly by the National Underwriter Company, Office of Publication, 175 W. Jackson Blvd., Chicago, Ill., U. S. A. 60th 
year, No. 39, Friday, September 28, 1956. $7.50 per year (3 years, $20); Canada, $8 per year (3 years, $20); Foreign, $8.50 per year (3 years, $22.50). 30 cents per copy. Entered as second class 
matter June 9, 1900, at the post office at Chicago, Ill., under the Act of March 3, 1879. 





twee 
nois 
insur 
week 
in tk 
corre 
surer 
tered 
their 
matte 
rett’s 
“smo 
his p 
sione 
rett ; 
head 

Thi 
Strat 
Robe: 
and v 
Geors 
Carth 
Mutu 
fact ° 
Chica 
rett \ 
for tk 
the D 
lature 


In 
corres 
the it 
to ext 
ments 
statin 
total 
most | 
for ac 
that ] 
$5,000 
charg 
states. 

“Me 
tell r 
the IJ 
patch 
repris 

The 
in par 

“Of 
porter 
for ri 
neede 
hundr 
compa 
ful R 
encing 
dling 
the in 
explai 
Sailing 
ment, 

“Otl 
pay B 
applic 

In t 
lates { 
tion o: 











| 








| ie NATIONAL UNDERWRITER 


The National W iia Newspaper of Life Insurance 


60th Year, No. 39 
September 28, 1956 





St. Louis Paper 
Blasts Illinois 
Department 


George Barrett’s Influence 
Comes in for Criticism; 
Licensing Practices Scored 


An open discussion of the link be- 
tween George F. Barrett, former IIli- 
nois attorney general, and the Illinois 
insurance department was carried this 
week in a series of copyrighted stories 
in the St. Louis Post-Dispatch. Staff 
correspondents report that foreign in- 
surers desiring to enter Illinois encoun- 
tered “interminable delays” in having 
their applications processed, but if the 
matter were handled through Mr. Bar- 
rett’s law firm in Chicago they had 
“smooth sailing once Barrett received 
his payment.” The paper said commis- 
sioners of other states regard Mr. Bar- 
rett as the “actual, though unofficial” 
head of the Illinois department. 

The first Illinois director under Gov. 
Stratton was George Barrett’s brother 
Robert. He died in the middle of 1954 
and was replaced by Justin McCarthy. 
George and Robert Barrett and Mc- 
Carthy all were interested in Prudence 
Mutual Casualty of Chicago, and this 
fact was extensively discussed in the 
Chicago newspapers when Robert Bar- 
rett was named director. On the vote 
for the appointment of Robert Barrett 
the Democratic members of the legis- 
lature called out “present.” 


In their articles, the Post-Dispatch 
correspondents deal principally with 
the information they have been able 
to extract from company annual state- 
ments on file with the department, 
stating that George Barrett received a 
total of $21,205 from eight insurers, 
most of which were filing applications 
for admittance. The comment is made 
that Mr. Barrett’s fees, ranging up to 
$5,000, contrast sharply with attorney 
charges for the same work in other 
states. 

“Many insurance men declined to 
tell reporters their experiences with 
the Illinois department,” the Post-Dis- 
patch says, “explaining they feared 
reprisals.” 

The first Post-Dispatch article says 
in part: 

“Officers of several firms told re- 
Porters they paid Barrett up to $5,000 
for routine legal services which, if 
needed at all, would cost at most a few 
hundred dollars in other states. The 
companies paid the politically power- 
ful Republican lawyer after experi- 
encing interminable delays in the han- 
dling of their license applications in 
the insurance department, the officers 
explained. Applications had smooth 
sailing once Barrett received his pay- 
ment, they added. 

“Other companies have refused to 
pay Barrett and have withdrawn their 
applications in disgust, it was learned.” 

In the second article, the paper re- 
lates the story of the license applica- 
tion of Alabama General of Montgom- 

(CONTINUED ON PAGE 24) 


Life Advertisers Seam Holds Best 
Attended Convention at New Orleans 


By HOWARD J. BURRIDGE 


NEW ORLEANS—Life Insurance 
Advertisers Assn. held the most heav- 
ily attended annual meeting in its 
history here this week. Nearly 320 
registered. During the year 51 new 
members have been obtained bring- 
ing the membership total to 426 rep- 
resenting 206 legal reserve life com- 
panies. 

The popular Al B. Richardson, Life 
of Georgia, was in over-all charge as 
president. John L. Briggs, Southland, 





Al. B. Richardson 


H. M. Kennedy 


was general chairman. L. Russell 
Blanchard, Paul Revere, was program 
chairman. By comparison with all of 
its predecessors, the meeting was an 
impressive one. It was addressed by 
three prominent life company execu- 
tives; there were two fast moving pan- 
els, several talks were accompanied 
by slides, and a total of 468 exhibits of 
every form of life insurance advertis- 
ing were on display. 

In the earlier days of the organiza- 
tion, the speakers were concerned 
mainly with the mechanics and details 
of advertising—type styles, layout, pa- 
per stock, art work, etc., but this week’s 
meeting moved so far away and ahead 
of these fundamentals as to leave no 
basis for comparison today. LAA mem- 
bers are devoted in dozens of ways to 
creating a favorable selling atmos- 
phere for their agents. They have a 
company rather than a department at- 
titude. Their conception of their re- 
sponsibilities has broadened and deep- 
ened so that they have an enlightened 
public relations as well as an adver- 
tising view point. 

Early arrivals were numerous. By 
Sunday evening a sizeable group had 
assembled and began invading many 
of New Orleans internationally famous 
eating places. The registration desk 
did a brisk business. The fee of $20 
included a New Orleans’ souvenir 
bracelet for the ladies and a necktie for 
the men. 

The threat of a hurricane brought 
some misgivings during the day but 
only strong winds and steady rain ma- 
terialized. Those unfamiliar with New 
Orleans restaurants were aided and 
enlightened by “Dick’s Diggins” found 
in each registration kit and compiled 
by R. L. Hindermann, Pan-American. 
It was a three-page “personal guide 
to food and fun in our city.” It included 
such honest admonitions as “good and 
expensive”, “prices high”; “not too ex- 
pensive”, “moderate prices”, ‘“reason- 
able and a real experience.” 


General chairman John L. Briggs, 
Southland, opened the meeting with 
announcements and __ introductions. 
President Al B. Richardson, Life of 
Georgia, gave a brief welcoming ad- 
dress. Donald E. Lynch, Mutual Bene- 
fit, presided at the opening session and 
the president of his company, Bruce 
Palmer, made a stimulating talk en- 
titled “Throw Away the Book and 
Dream.” Joseph M. Bryan, senior vice- 
president Jefferson Standard and pres- 
ident of American Life Convention, 
spoke on “Personality Plus.” Warren 
King of Time & Life concluded the 
session with a series of slides and run- 
ning comment upon them. They con- 
sisted of significant facts and figures 
from the motion picture “Opportunities 
Unlimited.” President Richardson was 
the luncheon chairman at which John 
Scott, assistant to the publisher of 
Time Magazine, made some observa- 
tions on conditions in India. 

Kenneth K. Wunsch, Northwestern 
National, held forth as chairman of 
the second session most of which con- 
sisted of a panel of four participants 
who explained in detail their view- 
points on mass media advertising. All 
Canadians, they were Hugh C. Innes, 
Manufacturers, moderator; A. L. Caw- 
thorne-Page, Metropolitan; Morgan S. 
Crockford, Excelsior, and W. A. Ne- 
ville, Great-West. 

New officers, the entire slate previ- 
ously publicized, were elected at the 





NEW OFFICERS ELECTED 


President—H. M. Kennedy, Pru- 
dential. 

Vic e-President—Morgan Crock- 
ford, Excelsior Life. 

Secretary—J. M. Locke, 
Life. 

Treasurer—R. S. Haggman, 
Northwestern Mutual. 

Editor—Paul Duling, Postal Life. 

Members of the executive com- 
mittee—H. E. Nelson, Life & Casu- 
ualty of Tennessee; Al B. Richard- 
son, Life of Georgia; W. L. Camp, 
Connecticut Mutual; L. R. Blanch- 
ard, Paul Revere; Stanley M. Rich- 
man, General American, and John 
L. Briggs, Southland Life. 


Gulf 





annual business meeting. Secretary 
Edwin P. Leader, Bankers of Iowa, 
presented his report. Harvey Kesmodel 
Jr., Sun of America, was unable to 
attend the New Orleans meeting. In 
his absence, his report as treasurer 
was read by Norman L. Klages, Lin- 
coln National. 

In his annual report, President Rich- 
ardson reviewed the past years’ ac- 
complishments of LAA, its officers and 
committee chairmen, told of the mem- 
bership growth, the  organization’s 
sound financial position, and com- 
mented upon the workshop meetings 
and case studies of some months ago. 

Richard A. Haggman, Northwestern 
Mutual, presided at the second morn- 
ing session at which the first speaker 
was Al B. Richardson, Life of Georgia, 
who admonished his listeners to “Stop, 

(CONTINUED ON PAGE 22) 


Russell Award to 
Griffin Lovelace, 
Pioneer Educator 


Ground-Breaking for New 
Headquarters Building to 
Climax NALU Convention 


By ROBERT B. MITCHELL 


WASHINGTON—The ground break- 
ing ceremonies for the new headquart- 
ers building, scheduled for Friday, the 
final day of the convention, lend this 
convention of National Assn. of Un- 
derwriters a special significance that 
seems to dwarf other matters. Even 
the debate on jumbo group insurance 
seemed to be received by its huge 
audience with a surprising degree of 
equanimity. 

That was the situation up to press- 
time but there was still to be discus- 
sion Thursday afternoon of two mat- 
ters that could easily stir up consider- 
able dissension. One of these is the 
proposal to permit the national coun- 
cil, under certain circumstances, to 
override actions of the board of trus- 
tees. The other is the recommendation 
of the functions and activities com- 
mittee that the midyear meeting be 
abolished. 


Griffin M. Lovelace, retired vice- 
president of New York Life and a pio- 
neer in life insurance education, was 
announced as the winner of the John 
Newton Russell memorial award for 
1956 for outstanding service to the 
institution of life insurance. He is a 
popular choice, for even though he has 
been in retirement since 1945, he is 
remembered for his work in life insur- 
ance education and still contributes to 
industry publications and teaches life 
agents. 

Past president Charles E. Cleeton, 
who is general agent of Occidental 
Life of California at Los Angeles and 
chairman of the NALU building gom- 
mittee, will be in charge at the 
ground-breaking ceremonies at 22nd 
and C streets, N.W. Among the digni- 
taries scheduled to speak is District 
of Columbia Commissioner Karrick. 


There were no floor nominations 
for any of the officer posts, so Oren D. 
Pritchard, Union Central, Indianapo- 
lis, is the sole nominee for secretary. 
The nine-man slate of the nominating 
committee was augmented by the floor 
nomination of Fisher E. Simmons Jr., 
Pan-American Life, New Orleans. Be- 
cause Mr. Pritchard’s term as trustee 
still has a year to run, there are seven 
places to be filled on the board. The 
candidate with the seventh highest 
number of votes will get the one-year 
term. 

Election results and details of the 
convention are reported comprehen- 
sively in the two special daily issues 
being published by THE NATIONAL 
UNDERWRITER for distribution at the 
convention and for mailing to all sub- 
scribers this week. 
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Old Guat 


IS NOT RESTING ON 


ITS LAURELS \ 
Although its producers have long enjoyed the competitive 
advantages of: 
@ Low Net Costs 
®@ Flexible Settlement Options 
@ Net Level Premium Reserves 
© A Strong Surplus 
Mutual Trust is continually improving its net cost position and 
introducing new and progressive contracts which have decided 
buyer appeal. There are still a few agency opportunities open 
for developing new territory and in replacing 
veterans who are retiring after long years of 
successful service. 
Mutual Trust operates in: 
Cal., Conn., ta., Ill., Ind., Mass., Me., Mich., 
Minn., N. H., N. J., N. Y., N. D., Ohio, Ore., 
Pa., R. 1, Vt., Wash., Wis. 


< Yluil frisl, 


LIFE INSURANCE COMPANY 
135 S. la Salle Street, Chicago 














Ask for a complimentary copy of 


“The Greatest Life Insurance 
Salesman In the World” 


It will tell you why Sound Slide-film will increase your 
sales amazingly, why it will revolutionize your sales 
department, why it will save you great sums of money 
now wasted. 


O. J. McClure Talking Pictures 


1115 West Washington Boulevard 
Chicago 7 Illinois 


CAnal 6-4914 

















Question Right of U.S. 
to Take Land for NALU 


WASHINGTON—Is_ the _ govern- 
ment within its constitutional rights 
in taking private property for alleged- 
ly public use and turning it over to a 
private organization? This question is 
raised in the answer filed Monday in 
federal district court here on behalf 
of some of the owners of Conger 
Laundry to the condemnations pro- 
ceedings by which the government has 
taken title to the Conger property in 
order to give it to National Assn. of 
Life Underwriters in exchange for the 
adjoining original NALU building site. 

Under the ordinary condemnation 
proceedings, the government takes ti- 
tle as it has already done in this case, 
and any difference in price is settled 
afterwards, but in the meantime the 
goverment is free to make whatever 
use it wishes of the land. 


Official Family of 
NALC to Meet Oct. 1 


Directors and officers of National 
Assn. of Life Companies will hold their 
fall conference in Denver at the Brown 
Palace hotel Oct. 1. William P. White, 
Professional & Business Men’s Life, is 
in charge of local arrangements, and 
the visitors will be guests of Colorado 
companies at a luncheon. All sessions 
except the meeting of the executive 
committee are open and members are 
invited to attend. 

Commissioner Beery will greet the 
croup, Dr. Pierce P. Brooks of National 
Bankers of Dallas, will give his report 
as president, and Superintendent Apo- 
daca of New Mexico will speak. 


Forrest G. Ray of Guaranty Income, 
Montgomery, Ala., will report for the 
legislation committee and J. W. Perry 
of Western & Southern will report for 
the committee on taxation. 

After lunch there will be a report of 
the committee on special policies by 
R. W. Wallace of National Life & Cas- 
ualty, Phoenix, of the committee on 
company relations by S. H. Goebel of 
Cardinal Life, Louisville, and of the 
committee of agency relations by J. H. 
Perry of Union Bankers, Dallas. 


FTC Hearings on A&S 
Ad Charges Roll On 


WASHINGTON—Examiner Laugh- 
lin of Federal Trade Commission heard 
oral arguments here in the complaint 
against Guarantee Reserve Life of 
Hammond, Ind., which FTC charged 
with false A&S advertising. 

He has these other hearings sched- 
uled: Lumbermen’s Mutual Casualty 
Oct. 4, American Casualty Oct. 8, Com- 
bined Oct. 15, Liberty Mutual Oct. 16 
here and Oct. 19 in New York. One 
schedule Oct. 1 on Mutual Life was 
continued indefinitely after the ex- 
aminer certified certain questions to 
the full commission for decision. Ex- 
aminer Haycraft was scheduled to hold 
a hearing Sept. 28 at Dallas on the 
complaint against National Bankers 
Life. 


Flint A&H Agents Meet 


Highlight of the first fall meeting of 
Flint (Mich.) Assn. of A&H Under- 
writers was the presentation of mem- 
bership in the Leading Producers 
Round Table to Mrs. Blanche I. Ritter 
of the McKinnon & Mooney agency. 
Robert V. Winters, Flint manager of 
Prudential, made the presentation. 

L. A. McKinnon, association presi- 
dent, named the year’s committee 
chairman, and George Wheeler, a lead- 
ing Bay City producer, spoke. 











Present Mutual Benetit 
Models of Home Oftices 


Scale models of Mutual Benefit 
Life’s five Newark home offices, y 
constructed by staff members, hay 
been presented to the company fy 
Pelican Club, the employes’ organiz. 
tion. 

The presentation was made 
Hugh S. Fawcett, club president, t) 





President H. Bruce Palmer of Mu- 
tual Benefit Life (right) and William 
W. Draper, assistant manager of the 
renewal department, examine a model 
of the grocery store which served as 
headquarters of the company when it 
was chartered in Newark in 1845. The 
model was made by Mr. Draper in his 
spare time as part of a project to pre- 
pare models of the five home offices 
in which the company has been locat- 
ed. The various models, all made by 
members of the employes’ Pelican 
Club, were given to the company. 


President H. Bruce Palmer in cere- 
monies observing the final year in the 
present home office. The company will 
move next year to a new 20-story 
building under construction in down- 
town Newark. 

The buildings date to 1845, when 
the company was chartered. The mod- 
els represent a grocery store, which 
served as early headquarters; the first 
home office, built three years later and 
used until 1861; an office known as 
the “Brownstone” building and erected 
in 1861; a fourth office made of white 
limestone; and the fifth, now occu- 
pied by the company. 

Various models were made by Wil 
bur D. Reeve, James H. Shattuck, 
Charles F. Hahn, T. P. Fox, James S. 
Moore, Mr. and Mrs. George A. Mar- 
rison and William W. Draper. The 
models will be set aside for perma- 
nent display in the new home office. 


Southern Round Table 


to Meet in Miss. in 1957 


Southern Round Table of Life Ad- 
vertisers Assn. will hold its 1957 an- 
nual meeting at Edgewater Gulf hotel, 
Edgewater Park, Miss., May 12-l4 
Harry E. Nelson, Life & Casualty, 8 
chairman. 


Toronto Wins Mutual A&S Contes! 


The Sumner agency of Mutual of 
New York in Toronto won the August 
A&S sales contest by leading in total 
results based on premiums for sub- 
mitted applications and on paid-for 
business in the last two weeks of 
month. Gerhard Burgmann and At- 
drew J. Somogyi, both of the agency, 
won first and second place, respec 
tively, in individual production. 
agency leaders were Myer in New York 
City, Meehan in Boston, Rowlands in 
Pasadena and Williams in Richmond. 
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Public Relations 
Men Must Improve 
Own PR Programs 


Bryan Tells LAA PR Men 
Must Show Management 
Their Professional Value 


One group which needs to improve 
its public relations in the life insur- 
ance business is 
the public rela- 
tions people them- 
selves, Joseph M. 
Bryan, senior vice- 
president of Jef- 
ferson Standard, 
told the annual 
meeting of Life 
Advertisers Assn. 
in New Orleans. 

Far too many 
members of the 
management team, 
he said, do not 
understand what the public relations 
people are trying to tell them because 
management consistently—and perhaps 
often wrongly—is too busy to pay the 
kind of attention it should to the public 
relations function. 

As a result, management either ex- 
pects public relations to wave a magic 
wand and solve all the problems or it 
ignores the trained public relations 
people and makes a non-professional 
attempt of its own to grapple with the 
problems. 

This is understandable, Mr. Bryan 
continued, because public relations can 
seem like a very simple thing until it 
has been studied enough to reveal its 
inherent complexities. Public relations 
people must show management that 
all business men are not born public 
relations men. There must be a better 
and more relaxed relationship between 
management and the people who run 
the public relations program. 

“Many public relations people ap- 
parently still believe that management 
has not yet been converted,” Mr. Bry- 
an said. This belief may give public re- 
lations men a feeling of frustration 
which, if it exists at all, exists only be- 
cause the public relations function ei- 
ther has not become sufficiently sure 
of itself or because the basic beliefs of 
management are questioned. 


Mr. Bryan said he had never met a 
life company president who was not 
interested in public relations or who 
did not try to grasp its fundamentals. 
Every public relations man _ should 
start out with the belief that most top 
Management men feel the same way 
he does about the company’s contacts 
with the public. In this connection, Mr. 
Bryan stressed the need for public re- 
lations people to be well informed 
about all phases of company organ- 
ization and its non-public relations 
aspects. 

Mr. Bryan disagreed with definitions 
of public relations which give the im- 
pression that this function deals with 
every relationship of a company with 
the general public. If this definition 
were so, then the staff and line rela- 
tionships of life companies would be 
totally different from what they are. 
An actuary must still be an actuary, 
for example, as well as-a man sensitive 
to public relations. Public relations is 
not the most important function in the 
Minds of specialists other than the 
public relations people. 





J. M. Bryan 





Institute of Life Insurance operates 


on the wise theory that public rela- 
tions is a close-working supplement 
with every function of management, 
said Mr. Bryan. ILI materials are de- 
signed to help the workings of many 
departments and give leadership in 
public relations to company staffs. 

The job of a public relations man in 
a typical life company is primarily one 
of communications, including press re- 
lations, letter writing techniques, an- 
nual reports, sales promotions, speech- 
es and community activities. If the 
public relations executive can get all 
his associates thinking wisely about 
communications, he can mobe into the 
more complicated area of company mo- 
tivations. This involves determining 
how and why decisions are made and 
how they may be expressed more ex- 
pertly. There are too many ambiguous 
words and phrases in life insurance. 

The crux of the public relations 
man’s problem may be seen by taking a 
look at the problems of top manage- 
ment itself, he went on. It is impossible 
for management to delegate its think- 
ing or responsibility for its action to 
anyone because that is what manage- 
ment is there for. However, manage- 
ment can insist that each department 
delegate a considerable part of the re- 
sponsibility for explaining and inter- 
preting its actions and thoughts. If the 
public relations man is competent, he 
is the one who can accept this delega- 
tion. 

“What all of us have tried to do in 
life insurance, with greater or lesser 
success, is to append to a 100-year-old 
business a 20-year-old profession,” Mr. 
Bryan asserted. “Is it any wonder that 
public relations, never having grown 
up among the staff functions of a com- 
pany’s organization chart, is likely to 

(CONTINUED ON PAGE 24) 


ALC Boasts Top 
Flight Speakers 
for Oct. 8-12 Annual 


President Joseph M. Bryan has an- 
nounced a full and interesting program 
for the general sessions of the Ameri- 
can Life Convention annual meeting 
to be held at the Edgewater Beach ho- 
tel in Chicago, Oct. 8-12. Mr. Bryan 
also is senior vice-president of Jeffer- 
son Standard Life and chairman of 
Pilot Life. 

Nine prominent men, including five 
noted figures outside the life insurance 
industry, will address the two-day 
general session on Oct. 10-11. About 
1,000 key life insurance executives rep- 
resenting 251 member companies of the 
ALC from 44 states, the District of 
Columbia and three provinces of Can- 
ada will attend the meeting. 

Speakers from outside the industry 
are Lucius D. Clay, Continental Can 
Co. board chairman; Robert E. Wilson 
Standard Oil of Indiana board chair- 
man; Marriner S. Eccles, board chair- 
man of First Security Corp. of Salt 
Lake City and former chairman of the 
Federal Reserve Board; D. W. Am- 
bridge, president and general manager 
of Abitibi Power & Paper Co., Toronto, 
and Edward R. Murrow, news reporter, 
analyst and CBS director. 

Industry men who will talk include 
Robert B. Taylor, Oregon commissioner 
and president of National Assn. of In- 
surance Commissioners; Lester O. 
Schriver, managing director of Na- 
tional Assn. of Life Underwriters; 
Henry S. Beers, president of Aetna 
Life, and Walter G. Voecks, president 
of Lutheran Mutual Life of Iowa. 
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COMMONWEALTH 
LIFE 


COMPANY 


C. L. U. 


We at Commonwealth sa- 
e lute not only our own C. L. 

U. men, but all Chartered 
° Life Underwriters in the life 


insurance industry. 


® HOME OFFICE: 
Commonwealth Building 
Louisville 


The Tallest, Finest Office 
Building in Kentucky 





LAA Awards Cover 
19 Categories and 
468 Exhibits 


NEW ORLEANS—Exhibits at the 
annual meeting of Life Insurance Ad- 
vertisers Assn. here numbered 468, and 
awards were made in 19 categories. 
Below are listed the categories, the 
winning companies and the categories 
in which each company won an award. 
Material to motivate agents. 

Sales aids. 

Prestige and good-will builders. 
Recruiting material. 

Direct mail. 

Wall calendars. 

Annual reports. 

Policyholder material. 
Brokerage material. 

10. Company field publications. 
11. Employe relations. 

12. National magazine advertising. 
13. Newspaper advertising. 

14. Insurance journal advertising. 
15. Public relations. 

16. Group coverage. 

17. Personal A&H. 

18. General consumer advertising. 
19. Special campaign advertising. 
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Acacia Mutual 4, 5, 15 
American National 10 
Atlantic Life 10 
Bankers, Nebraska 1, 10 
Bankers Life of Iowa 1,5, 10 
Bankers National 17 
Beneficial 5, 13 
Berkshire Life 1,2 
Canada Life 9,13 
Central Standard 1 
Colonial Life 2 
Commonwealth Life 1,4 
Connecticut General 13, 17 
Connecticut Mutual 2, 6, 10 





Dominion Life 
Equitable Society 
Equitable, Iowa 
Excelsior Life 6 
Fidelity Life 7,15 
General American 7 



































Golden State Mutual 2 
Great American 4, 9, 15, 16 
Great Southern 2, 4, 11, 13, 16 
Great-West Life 10, 13, 17, 18 
Guarantee Mutual 17 
Guaranty Savings 1,10 
Guaranty Union Life 2,10 





Gulf Life 13 

















Home Life 3,4 
Home Security Life 1 
Home State Life 10, 17 
Jefferson Standard 10 
John Hancock 10 





Lamar Life 
Liberty Life 
Life & Casualty 
Life of Georgia 1,13 






































Life of Virginia 3 
Lincoln National 2,3 
Lutheran Mutual 3,8 
Manufacturers 9, 10, 11 
Massachusetts Mutual o.......ccccccceesseeeeeee 10, 11, 13 
Metropolitan Life 2,17 
Midland Mutual 2, 14 
Midland National 7,8, 10 
Mutual Benefit Life 10, 13, 14 


Mutual Life, Canada 
Mutual of New York  .......cccccccsesesesseeeseseen 3, 8, 12, 14 
National L.&A. 
New England Life 
New York Life 2, 15, 16 















































North American Life & Casualty... 10 
Northwestern Mutual 6, 12 
Northwestern National 2 
Occidental, Raleigh 7 
Ohio National 1,5, 14 
Pacific Mutual 2, 3,7, 10, 17 
Pan-AMeTiCan  o...ccccccccsecseeeeeeeeereee 1, 4, 7, 9, 11, 12, 15 
Paul Revere 1, 17 
Philadelphia Life 14 
Phoenix Mutual 10, 12 
Pilot Life 2, 7,17 
Provident Mutual 2, 14, 15 
Prudential 7, 18, 19 
Republic National 11,15 





Security Benefit 
Security Mutual, N.Y. 
Southland Life 





2, 8,17 
saecteqecstenentanection 1, 2, 12, 14, 17 
14, 17 





























State Farm 14 
Sun Life of Canada 1l 
Supreme Liberty Life 2 
Travelers 2, 3, 6, 10, 11, 15, 19 
Union Central 8, 10 
Union Mutual 17 
U.S. Life 10 
Washington National 2, 4,17 





Paul Clark to Address 


Chicagoans October 3 


President Paul Clark of John Han- 
cock will address the Oct. 3 meeting of 
the insurance group of Union League 
Club of Chicago on “Tight Money and 
the Economic Situation.” Mr. Clark will 
be introduced by Ferrell M. Bean, Chi- 
cago general agent of John Hancock. 





Harmelin agency of Continental As- 
surance in New York City will begin 
a free 5-lecture course on Oct. 3 to pre- 
pare brokers for the Oct. 18 New York 
State life agents’ examination. 





HeNATIONAL UNDERWRITER 








3, 195g | September 28, 1956 


————— =— 

















Again in 1956-57 


A national advertising program 
of dramatic pictures and copy 
showing why... 


| When someone’ counting on you... 


99 


you can count on life insurance 


A NEW SERIES OF 13 MESSAGES: 

— beginning in October and continuing 
through next May 

— appearing in 525 daily newspapers 

—plus announcements on 30 major radio 
stations 


—reaching combined audiences of more 
than 50,000,000 persons 


Sponsored by the INSTITUTE OF LIFE INSURANCE 
488 Madison Avenue, New York 22, N. Y. 
in the interest of life insurance and its policyholders 
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8-MONTH ORDINARY PEAK 


August Life Sales 
Hit $4,544,000,000; 
Ordinary Rises 12% 


Life insurance sales last month to- 
taled $4,544,000,000, an August record. 





to a record $33,871,000,000, up 11%, 
according to LIAMA. 

Ordinary sales also set an August 
record at $2,888,000,000, up 12%. It was 
the best August for group life sales, 
$1,130,000,000, up 102%. This represents 
only new groups set up and not addi- 
tions under contracts already in force. 
Industrial sales were $526 million, up 
2%. 

Ordinary sales in the first eight 
months totaled a record $22,623,000,000, 


would be 59% if the $1,925,000,000 ad- 
ditions made in April of last year to the 
federal employes group case were ex- 
cluded. Industrial sales were $4,178,- 
000,000, down 2%. 

LIAMA’s figures do not include cred- 
it life policies. 





D. C. CLUs Elect Suter 

District of Columbia CLU chapter 
has elected Charles F. Suter, Massa- 
chusetts Indemnity, president; Harry 











This was a 25% increase and brought up 13%. Group sales were a record $7,- D. Seybert, John Hancock, vice-presi- 
the aggregate for the first eight months 070,000,000, up 11%. This increase dent, and Wayne E. Dorman, secretary. 
a * 
) 
Today’s most successful 
life insurance men prove an 
important point... 
Year after year, more good life insurance men 
become top life insurance men with this Company! 
Agents * * 
fol mon INDUSTRY ]0.9% 
for the ROUND i ; 
Million Doll sins oeiel 
nea NORTHWESTERN Ps 9.2% 





Agents 
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* Taken from the latest available source 


Lhe NORTHWESTERN MUTUAL 
Life Lnsurance Company 





MILWAUKEE, WISCONSIN 


“THE CAREER COMPANY’*x 





State Farm Life Sets 


Record Reaching 
$1 Billion Mark 


State Farm Life, Bloomington, ]j 
has reached $1 billion of ordinary life 
insurance in force, Morris G. Fulle 
president, announced. . 

The $1 billion mark was reached ip 
27 years and five months from the dat 
the company began business, Setting a 
new record for the life business, Mr 
Fuller said. This represents the shor. 
est time in which this figure has eve 
been achieved through direct sales by 
agents and without merger, reinsyr. 
ance or brokerage business. 


Agents of the State Farm are being 
saluted in double-page, two-color ads 
appearing in leading life insurance 
journals, including THE Nationa, 
UNDERWRITER. Entitled “Without this 
man, the zeros means nothing,” the 
ads congratulate State Farm Life 
agents for their sales efforts. 

State Farm Life is an affiliate of 
State Farm Mutual Automobile and 
State Farm Fire & Casualty. The auto 
company now insures 4,500,000 auto. 
mobiles, more by far than are insured 
by any other company. This is State 
Farm Mutual’s 15th consecutive year 
of auto insurance leadership. 

Adlai H. Rust, chief executive offi- 
cer of the group, commended the State 
Farm agency force on attaining the $1 
billion goal. “To reach a billion dollars 
of ordinary life insurance in force in 
less than 28 years is significant,” Mr. 
Rust stated. “This is the mark that is 
associated with maturity in the life 
insurance business, and means that we 
have come of age in this field. 

“It is even more significant,” he 
added, “that every dollar of this billion 
was sold by the same men who have 
insured four and one-half million au- 
tomobiles and are writing better than 
$20 millions annually of fire insurance 
premiums. 

“To me this is solid evidence that 
our multiple line type of agency or- 
ganization, based on carefully selected 
and trained independent-contractor 
agents, is geared to serve the auto, 
life and fire insurance needs of the 
average family.” 

State Farm Life was organized in 
April, 1929. It is represented by more 
than 5,800 of the 7,500 agents of the 
State Farm group. On June 320, its 
assets exceeded $114 millions and its 
surplus to policyholders was over $15,- 
600,000. Through Aug. 31, the field 
force paid for $133,500,000 of new or- 
dinary life insurance. 





250 Attend Northwest AéH 
Sales Congress in Ore. 


More than 250 A&S_ underwriters 
from the Pacific northwest and Val- 
couver, B.C., attended the Northwest 
International A&H Sales Congress at 
Portland, Ore. 

Speakers and their topics were: 
Commissioner Taylor of Oregon, “The 
Importance of A&H Insurance”; Jamés 
R. Williams, vice-president of Health 
Insurance Assn. of America, “Public 
Relations”; E. F. Peithman, president 
of American Guaranty Life, “The Dis 
ability Insurance Market Is Still Ut 
tapped in the Northwest”; E. J. Coffey, 
president of International Assn. a 
A&H Underwriters, ‘International’ 
Outlook”; Ralph J. Walker, vice-pres!- 
dent of Pacific Mutual Life, “Why At 
cident & Health Insurance,” and R. L 
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McMillon of Business Men’s Assu 
ance, “Penetrating Oil.” 
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LAA Panel Explores 
Ways to Create 
Good Sales Climate 


Four different methods of creating 
a favorable atmosphere for selling life 
insurance through advertising in Can- 
ada were explored in a panel discus- 
sion at the convention of Life Adver- 
tisers Assn. in New Orleans. 

H. C. Innes, manager of the field 
service department of Manufacturers 
Life, moderated the panel, which was 
composed of Leonard Cawthorne-Page, 
manager of the Canadian publications 
division of Metropolitan Life; Morgan 
S. Crockford, secretary of Excelsior 
Life; Art Morison, superintendent of 
sales promotion of Dominion Life, and 
William Neville, assistant secretary of 
Great-West Life. 

Mr. Crockford pointed out that his 
company’s advertising program is cen- 
tered on the agent and features him 
in local newspaper advertising. The 
ads are part of the company’s program 
of getting its name, slogan and some- 
thing of its service before the Cana- 
dian public. The inclusion of the agent’s 
photo, name and address supplies local 
interest. He said the company is con- 
centrating its program of personaliza- 
tion on men who have made good and 
who have proved their ability to write 
business and build up their business 
in force year after year. 

Mr. Morison described his company’s 
program as the hard selling technique. 
Dominion Life ads feature the policy 
in an effort to advertise a product as 
compared to institutional promotion. 
His company feels that people are not 
so much concerned with the safety or 
stability of life insurance as they are 
with what they should buy. He said 
the ads are specific, describing in de- 
tail what the policy will do. By talking 
about the actual product, the com- 
pany tries to help the salesman do his 
job. 

Selling the need for insurance is the 
very heart of the business, Mr. Neville 
said. Most people do not immediately 
recognize or appreciate their needs and 
Great-West thinks that advertising 
can help its agents acquaint people 
with those needs and measure them. 

Predominantly a billboard advertis- 
er, Great-West designs its advertising 
to let people -know it is in business, to 
fix its name and services in the public 
mind, to sow ideas of life insurance in 
the minds of the public, to act as a 
continuous calling card for agents, to 
remind policyholders of their associa- 
tion with the company, and to portray 
the character of the company. 

Mr. Neville said advertising is bas- 
ically a sales tool and its main function 
is to support the sales program and 
help achieve sales objectives. The 
Company doesn’t believe advertising 
can do a direct selling job except in a 
very minor way. Advertising is doing 
its best job when it is conditioning 
the sales climate. He said a company’s 
advertising is a public expression of 





GROUP ACTUARY—Minimum 3 Exams-Mid- 

west Home Office large A & H and Life Co. 

“Sey employee benefits. Company will pay 
e. 





TRAINING INSTRUCTORS (2)—A & H or Casu- 
alty. Degree in education and some experience 
as teacher will qualify. Salary $4.500 to 
9,900, dependent on insurance experience. 





Call or Write 


ED BOYDEN 
CADILLAC EMPLOYMENT AGENCY 
220 South State St. Chicago, Ill. 
WaAbash 2-4800 














the company’s character. To a degree 
people should be able to judge the 
company, its services and its agents 
by its advertising. This is a responsi- 
bility which the advertising personnel 
in a company carry, and its importance 
is perhaps not always recognized, he 
said. 





Bankers National Votes 
5% Stock Dividend 


Bankers National Life has declared 
a 5% stock dividend payable Oct. 5 to 
holders of record Sept. 14. 


Nationwide Corp. Pays 
First Dividend, Adds to 
National Casualty Holding 


Nationwide Corp., the holding com- 
pany owned by Nationwide Mutual, 
has declared its first cash semi-annual 
dividend, 7142 cents per common share, 
payable Oct. 5 to shareholders of rec- 
ord Sept. 25. 

Nationwide Corp. has acquired the 
bulk of stock it did not previously own 
in National Casualty, and now has 82% 
of the 200,000 shares outstanding. The 
latest purchase was 41,651 shares for 


$2,624,013. 

This was the second major purchase 
by the corporation this month. Last 
week Nationwide Corp. bought more 
than 33,000 shares—about one-third 
interest—of North American Accident 
of Chicago for upwards of $4.5 million. 


Boston Phone Book Printed 


The Boston Insurance Telephone 
Directory has just been published by 
the National Underwriter Company. 
Copies may be obtained by writing to 
The National Underwriter Company, 
420 East Fourth street, Cincinnati 2, 
Ohio. Price is $1 per copy. 


























important 
announcements 
from 


National Life of Vermont 


1. Across the board reductions in Ordinary and G.P.L. 


premiums. 


2. Minimum issue limit of $2000 on most plans. 





3. New $15,000 minimum issue policy for business and 
professional situations.* 


National Life’s new Ordinary Life rates, and 
Graded Premium Life rates after the fifth year, 
are about 9% lower. 


National Life’s new $15,000 minimum issue 


policy is especially designed for business and 
\ professional markets. 


Mey 


iy 
PRO 











Premiums for this new policy are identical with 
Ordinary Life rates. Special features of the new 
plan — a life paid up at 95 male contract (98 for 
females) — include high early cash values, female 
rates} three years below male rates, and a change 
of plan clause permitting changes at any time to 
a higher premium plan with premiums payable 
for at least five more years after the exchange 
date and stipulating the basis of such change. 
The policy also guarantees use of settlement 
options for the benefit of corporations, key men 
and their beneficiaries. 


The low premium rates, high early cash values 
and attractive dividend scale make the contract 
especially well adapted to business and profes- 
sional needs, and ideally suited for key man,,. 
partnership and split-dollar proposals. 

*As of September 1, 1956 this new plan has been approved by 46 states and 


the District of Columbia and is currently being reviewed by Massachusetts 
and Kansas. . 


tNot available for women in Texas, Maryland and New Jersey. 


National Life Insurance Company 


MONTPELIER VERMONT 


FOUNDED 185%—SOLID AS THE GRANITE HILLS OF VERMONT 
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Insurance in Force 
December 31, 1955.......000+4++935727;726,470 
December 31, 1954......++6+++++$3,126,756,214 
1955 GAIN......$600,970,256 


AN ALL-TIME RECORD INCREASE! 





* To our general agents and managers... 


* To our producers in 48 states, Canada, Alaska 
and Hawaii... 


* To surplus writers we were privileged to serve... 
* To employees in the Home Office and service offices... 
* To all, an appreciative Company says, Thanks! 


P.$. For the Ten-Year Record 
December 31, 1945, insurance in force $539,436,117 


Conttinenta 


ASSURANCE COMPANY 


A National Life Insurance Institution 
310 South Michigan Avenue « Chicago 44, Illinois 
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| Future Inflation Not the Real Measure 


of Need for Variable Annuity: J. E. Day 


The fact that some people might 


| guess that there won’t be much more 


|inflation in the 
|mext year or few 
| years doesn’t real- 
ly have much 
bearing on wheth- 
er retirement plans 
should 
variable annuities, 
jsaid J. Edward 
|Day, associate 
| general counsel of 
Prudential, at the 
recent meeting of 
ithe Milwaukee 
| Life Underwriters 


include 


J. Edward Day 


| Assn. 


Prudential is pushing for enactment 


| of legislation in New Jersey permitting 
|it to write the variable annuity. Mr. 
\Day’s mention of those who might 
| guess there won’t be much more infla- 
|tion was an obvious allusion to the 
| position taken by President F. W. Eck- 
(er of Metropolitan Life in opposing the 
| variable annuity. 


| 


Long-term trends are the ones that 


|count in thinking about retirement 
|plans, said Mr. Day. 


“In thinking of a long-term variable 


‘annuity plan the day-to-day or month- 
to-month performance of the stock 


market isn’t the test,” he added. “The 


real test is whether we believe in the 
/long-term future of our great produc- 


|\tive enterprises. 


There is certainly 


|nothing very radical in suggesting that 








|our retired people should have a chance 
to participate in that future. 


“In recent years the New York Stock 


Exchange and Wall street securities 





firms have spent hundreds of thousands 
of dollars telling us in newspaper anq 
magazine ads that retirement plans 
should make extensive use of common 
stock investments. Today they are jp 
an uproar because we believed them, 

“There is no unfair regulatory aq. 
vantage and no unfair tax advantage 
here. As a matter of fact, we are sat. 
isfied that after variable annuities are 
being issued generally the mutual fund 
salesmen will be claiming that their 
product offers a tax advantage just as 
they are already doing with the shares 
of so-called “Canadian domiciled” my. 
tual funds that are being sold in this 
country—in fact almost exclusively jp 
this country. 

“Other prudent long-term investors 
including those with trustee responsj- 
bilities, have increasingly recognizeg 
that common stocks have a place in 
their over-all investment programs, In 
last year’s report of the Fulbright Com. 
mittee to investigate the stock market 
it was brought out that bank admin. 
istered personal trusts, on Dec. 31, 1954, 
held $32.7 billion of common stocks, 
At current market levels this figure 
would be even higher. 

“In addition the Fulbright report 
showed that $6.3 billion of common 
stocks were held by religious, educa- 
tional and charitable funds, $5.2 billion 
by fire and casualty insurance compa- 
nies, $8.7 billion by investment com- 
panies, $3 billion by self-insured pen- 
sion funds, and only $1.1 billion by life 
insurance companies. 

“The variable annuity will make it 
practicable for life insurance compa- 
nies to join this trend toward increased 
use of common stocks. 





HOME OF 


(onfident 


Living 


Income. . 


comprehensive mass coverages . . 
chandising . . . professional training . . 
performance bonus. Ask for Confident Living bro- 
chure “‘BO-321”’. 





NORTH AMERICAN Sle and Casualty Zompany 


Complete portfolio of Life and S&A... outstanding 
package exclusives . . . Junior Estate builder . .. 
automatic Waiver . . 
. Non Cancellable S&A (to 65)... 


. $10-per-thousand Disability 


. progressive mer- 
. exclusive 


HOME OFFICE 
MINNEAPOLIS, 
MINNESOTA 





H. P. Skoglund—President « J. E. Scholefield, CLU—Vice President, Director of Agencies 


@ @ @ © OVER HALF A BILLION OF LIFE INSURANCE IN FORCE @ @ @ ® 
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Indianapolis GAs 
Get Report 
from Legislators 


The forced purchase of credit in- 
surance with small loans is a crime 
against the public, George Deiner, 
speaker of the Indiana House, charged 
before the General Agents & Managers 
Assn. of Indianapolis recently. 

Grattan Downey, chairman of the 
insurance committee of the house, de- 
clared at the same meeting that there 
should be a law limiting the sale of 
credit insurance to group form, with 
mandatory rate and controlled com- 
missions. “There is little doubt in my 
mind,” he stated, “that financial insti- 
tutions are using credit insurance in 
Indiana to earn more than the legal 
rate of interest on small loans.” 

The legislators made the statements 
in an unrehearsed panel on the legis- 
lative picture for the forth coming ses- 
sion of the Indiana general assembly. 
Serving as moderator of the panel was 
Oren Pritchard, Union Central man- 
ager at Indianapolis and NALU trus- 
tee and nominee for secretary. Other 
panel members were Horace Storer, 
general agent of Bankers of Iowa; 
Richard Englehart of Equitable Socie- 
ty, and J. Russell Townsend, general 
agent of Equitable of Iowa. 

Mr. Downey charged that the exist- 
ence in the state of “special charter” 
companies is an open invitation to fed- 
eral control. These companies were 
chartered before the existence of in- 
surance laws in Indiana and have been 
generally successful in contending that 
they are not under the jurisdiction of 
the department. Downey pointed out 
that PL 15 permits the federal gov- 
ernment to regulate where the states 
do not or are failing to. 

In answer to a question from Mr. 
Pritchard as to his reaction to the idea 
that any group desiring to form a new 
company be required to prove there is 
a need for such a company, Mr. Down- 
ey said he would be opposed to any 
restrictions on competition. 

Mr. Townsend declared a needs test 
would be almost impossible to admin- 
ister and suggested stiffening the re- 
quirements for the formation of new 
companies. He proposed a $1 million 
capital and surplus minimum. 

In reply, Mr. Downey reported that 
in the last session, he proposed a $1 
million minimum and “got laughed out 
of the room; I received no support for 
the proposal at all—but we did succeed 
in doubling the old $200,000 minimum 
to $400,000.” 

Mr. Downey said the problem is not 
so much the minimum requirements, 
but the “tiering” of stock issues. Under 
the tiering procedure, a new company 
gets each successive issue of stock val- 
idated at a higher amount without any 
real regard for the true value of the 
issue. A promotor can then unload his 
cheaper stock at the higher price. Mr. 
Downey declared there are instances 
in the state of men who have been 
principals in the formation of several 
companies in the past few years but 
who now own no stock in any of them, 
having sold out their original stock as 
tiering increased its value. 

In answer to a question about the 
taxation of Blue Cross and Blue Shield 
in the state, Mr. Downey said that he 
fears “The Blues” will be able to take 
off the tax rolls the huge Terminal 
Building in downtown Indianapolis, 
which they purchased this summer in 
what was described by the newspapers 
at the time as “the biggest downtown 


real estate deal in recent history.” A 


bill to clarify the taxable status of the 
organizations is being prepared for the 
forthcoming legislature, he reported. 
When asked from the audience why 
such a bill is necessary when Blue 
Cross and Blue Shield are organized 
as a domestic mutual company and not 
under any special enabling legislation, 
Mr. Downey stated they are a “non- 
profit” organization. However, a for- 
mer insurance department attorney in 
the audience corrected Mr. Downey, 
declaring they are organized under the 


same statutes as all other domestic 
mutuals. Mr. Downey replied that it 
was just this conflict of opinion that 
the new bill would resolve. 

Both Mr. Deiner and Mr. Downey 
paid tribute to Commissioner Davey, 
calling him the best commissioner In- 
diana has ever had and one of the best 
in the nation. Both expressed the hope 
that he will be retained in office re- 
gardless of who the new governer may 
be. 

In response to a question from Mr. 
Pritchard as to why the department 


cannot have more for its budget from 
the collections it brings in, Mr. Deiner 
declared the problem is one of “sales- 
manship.” The department and the 
business, he said, must do a better job 
of selling the legislature on the im- 
portance of the department. The de- 
partments that get big budgets are 
those about which the legislators and 
public hear a lot, “but they seldom 
hear of the insurance department, al- 
though unlike some highly publicized 
departments, the work of the insur- 
ance department touches every citizen.” 





comment on it. 


Number 42 of a series. 





SETTING THE EXAMPLE 


During the course of a recent conversation with an important 
company official he said, “I read your paper carefully and thor- 
oughly every week. I depend on it and watch for it. If it doesn’t 
arrive on schedule, my week seems incomplete. But it doesn’t end 
there. I try in various ways to get those down the line to read it, 
too. I ask them if they noticed this or that item in it, what they 
thought of it, etc. I ask our important managers and agents the 
same kind of questions. I make it clear that I assume they read it 
regularly. Another thing, I always carry it home with me, in my 
outside pocket where everyone can see it. Of course, I can’t make 
other people read it, but I can certainly set the example. If there 
were any way of tracing it, I think you would find that I have been 
responsible for your getting quite a number of new readers with- 
out ever having told anyone, in so many words, to subscribe.” 


There are many other executives who do the same thing, or 
something very similar. They, too, have told us about it. In fact, 
there are now so many such cases we thought it was about time to 


The significant point is that a paper that is read and recom- 
mended in this way is surely a good one in which to advertise. 
There can be no question about its importance and readership. 
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EDITORIAL COMMENT 





Spotlight on Illinois 


We offer sincere congratulations to 
the St. Louis Post-Dispatch for print- 
ing the information its staff corre- 
spondents have been able to gather 
about the Illinois insurance depart- 
ment and George Barrett. 

Insurance men and department of- 
ficials throughout the country have 
been appalled by the situation in IIli- 
nois, but they have kept their opinions 
to themselves. It was felt no good 
would be done the cause of state reg- 
ulation to air the dirty linen from Illi- 
nois, and beyond that the companies 
knew they had to get along with Mr. 
McCarthy, a procedure _ difficult 
enough under “normal” circumstances 
without adding to the problem by air- 
ing statements which could invite 
complications. While insurance people, 
for these and other reasons, would not 
initiate publicity concerning the Illi- 
nois aepartment, we are sure they 
welcome it now that it has been de- 
veloped by an outside source. Many 
insurance men have said in private 
that they would like nothing better 
than to see some comments about Mr. 
Barrett. and Mr. McCarthy out in the 
open. 

There is practically nothing in the 
Post-Dispatch articles that isn’t known 
to nearly every insurance man in IIli- 
nois and many more across the coun- 
try. It has been a sort of open secret. 
The only previous break of publicity 
was the suit seeking an increase in 
automobile rates filed by National Bu- 
reau of Casualty Underwriters, and 
this was treated “straight”? by the daily 
and trade papers. Even when the de- 
partment appealed after losing an 
open and shut case, the matter hardly 
received notice although it was an 
obvious political maneuver of the low- 
est caliber. It was a demonstration 
beyond any doubt of the bad faith of 
the department in handling the entire 
auto rate problem. Having lost a deci- 
sion in which the court said that “the 
least that should be expected of the 
director when he does disapprove is 
that he make some finding on positive 
evidence . . . which shows no justifi- 
cation for the increase. I have dug 
through the evidence here and I can’t 
find upon what basis the director can 
say the rates are excessive,” the de- 
partment filed an appeal and got the 
issue kicked over until after the elec- 
tions. 

The patience and fortitude of the 
National Bureau throughout the auto 
rate hearings and the appeal has been 
amazing. Here was a situation deserv- 


ing loud squawks and the full-time 
efforts of a publicity man, but the 
companies decided to play out the 
string and hope for the best. The bu- 
reau people were reluctant to bring 
the case out in the open, believing, 
perhaps, it would do them more harm 
than good in getting the matter settled 
satisfactorily. Mr. McCarthy has said 
all along he wanted more information 
before allowing rates to go up, and 
that could be made to sound as though 
he was protecting the policyholders. It 
is never popular to wage a publicity 
campaign for higher costs of anything. 

In the ranks of National Assn. of 
Insurance Commissioners, Mr. Mc- 
Carthy has been the man who isn’t 
there. He hasn’t even presided at 
meetings of committees of which he is 
chairman. He shows up in the same 
city when NAIC holds a convention, 
but very few commissioners or compa- 
ny men have a chance to talk to him. 
The commissioners have had quite a 
time trying to accomplish anything 
with Illinois. Dealing with the Illinois 
department under Mr. McCarthy has 
been a frustrating experience for any- 
one who has tried it. 

Mr. McCarthy has not been a seeker 
of publicity. He has been modest and 
retiring, always in the background, 
hard to approach, difficult to know. 
This is strange in a public figure hold- 
ing a responsible position. All that has 
happened during Mr. McCarthy’s ad- 
ministration as director of insurance 
of Illinois should be given its proper 
credit in the press, and we hope some 
of the insurance people who might 
have something interesting to say 
about Mr. McCarthy and/or Mr. Bar- 
rett will transmit their information to 
the proper parties and aid in the cause 
of seeing that these gentlemen get 
whatever glory they deserve. 


PERSONALS 


Gary S. Cutini, director of agencies 
of Life of Georgia, spoke on “Advertis- 
ing and Sales Techniques” at the “deep 
south” district of Advertising Federa- 
tion of America at its convention in 
Baton Rouge. 











Ray D. Murphy, chairman of Equit- 
able Society, has been appointed chair- 
man of the 1957 fund drive of New 
York Heart Assn. 


George L. Jordan, general agent of 
United Life & Accident, Kinston, N.C., 
received a watch from Douglas B. 


Whiting, president of the company, at 
its annual convention in Montreal for 
his 40th year of service as a general 
agent. 


O. A. Krebs, general agent of Aetna 
Life in New York City, is chairman of 
the life insurance agencies and_bro- 
kers division of the 1956 fund drive of 
Visiting Nurse Service of New York. 


Peter M. Fraser, chairman of Con- 
necticut Mutual Life, will be chief ad- 
viser for the 1956 campaign of the 
Greater Hartford Community Chest, 
running Oct. 8-26. 


DEATHS 


WILLIAM YATES, general agent 
for Lincoln National Life at Raleigh 
for the last five years, was killed when 
his automobile went off the road and 
overturned as he was returning from 
a North Carolina Assn. of Life Under- 
writers meeting. He had been with 
Lincoln National 21 years, having been 
assistant general agent at Norfolk be- 
fore going to Raleigh. 











HERBERT R. HARDISTY, 82, one 
of the oldest employes of Acacia Mu- 
tual Life, died in Washington, D. C., 
sanitarium after a long illness. He 
started with the company in 1922 and 
was branch manager at Charleston, 
W. Va., and Louisville, Ky., before 
returning to Washington. 


HARRY B. GRIFFIN, 72, retired At- 


lanta district manager of Life of Vir- 
ginia, died in Atlanta after a short ill- 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Sept. 25, 1956 














Previous Current 

Week’s Bid Bid Asked 
Pte: TAGs, scisssscinsinsicsirrinsintts 168 164 168 
Beneficial Standard ............ 17% 17 1712 
Cal.-Western States 84 85 88 
Colonial Life .............. 96 95 99 
Columbian National .. 85 80 85 
Commonwealth Life 20% 19% 20 
Connecticut General .......... 245 233 238 
Continental Assurance ....... 117 112 116 


Franklin Life 
Great Southern Life 
Gulf Life 
Jefferson Standard 
Kansas City Life .... 
Life & Casualty 















Life Insurance Investors .. 13% 13% 14 
Lincoln National .................. 202 200 204 
po  , Seen 21% 21% # «22 
National L.&A. .. 89 84% 86 
North American, 21%. 20 21% 
N. W. National ........ccsseseeee 74 72 76 
Ohio State Life ..........0 216 217 223 
Old Line Life ou... see 60 60 65 
Southland Life... 94 92 98 
Southwestern Life ................. 95 95 100 
DROUIN sccisictovncdiisivonarinions 6642 64 65 
NN Sh. Socecessaschsveasccnsatsccten 24 23 24 
Nhs EM ssc csc sccectondbivessosstesinsees 27 26 27 
West Coast Life waidiiinbehios 46 45 47 
Wisconsin National .............. 52 52 55 


Lite Stocks Fall 
Due to High Money 
Cost, Other Causes 


The sharp fall off in prices of life 
company stocks has aroused wide ip. 
terest in the business. Several reasons 
are given for the general decline 
which has seen the price of Travelers 
regarded by many as the bellwethe 
of the life stocks, from its $128 high 
last year to $64, Aetna Life from al. 
most $300 to around $165, Connecticut 
General from $325 at the time of the 
National Fire negotiations to $236, 
Lincoln National from $270 to $200, 
Franklin Life from $95 to $75, Conti. 
nental Assurance from $170 to $119 
etc. 

One of the principal reasons for the 
sag in life stocks is their traditionally 
low yield in the face of the rising cog 
of money, which has forced up the in. 


terest on broker’s loans to 4 or 44%, 
§ 


As a result, one investment house 
some time ago dumped a considerable 
block of the stock of one company 
which pushed its price down, and the 
decline was followed by stocks of oth- 
er companies. 

Another influence has been the ava- 
ricious attention of government tax 
hunters who would like to have what 
they term a “more realistic” tax form- 
ula to use on these large aggregations 
of money. 

To some degree life stocks are sym- 
pathetic to fire-casualty equities, the 
price of which declined upon publica- 
tion of generally unfavorable results 
the first half, and both are sympa- 
thetic with the stock market, which 
has been drifting downward. Oddly 
enough, fire and casualty sales are not 
off to the same extent as life stocks, 
But this is said to be due to the fact 
they did not go as high. Some experts 
think life stocks at their peaks were 
overpriced. 

Life stocks are not worth less today 
than they were, since volume goes on 
surging, earnings will be improved by 
the rising cost of money as life com- 
panies rearrange their portfolios to 
earn more, mortality was never lower, 
and expenses are not rising so rapidly 
or so far as in other businesses due to 
exceptionally rapid volume _ growth 
and facility with which the life com- 
panies can utilize automation devices. 

But buyers have temporarily turned 
their backs on life stocks. The decline 
in price makes the best of them good 
buys today whereas not all of them 
were at their highs. 

Because life companies don’t gener- 
ally publish half year earnings, the 
interest of buyers is not stirred up 
during the year. Consequently there 
is some seasonal effect in the price de- 
cline. Many more people buy insurance 
stocks than used to be interested in 
this field, they are not experts tho- 
roughly familiar with the peculiarities 
of the business, and they are more apt 
to respond to temporary influences and 
become interested elsewhere. 
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Chairmen of NAIC 
Committees for 
1956-57 Are Listed 


Committee appointments for 1956- 
57 are being distributed this week by 
National Assn. of Insurance Commis- 
sioners. Following are the zone chair- 
men and chairmen and vice-chairmen, 
respectively, of committees and chair- 
men of subcomittees of interest to the 
life insurance industry: 


Zone chairmen—Zone I, Humphreys of Mas- 
sachusetts; Zone II, Gillooly of West Virginia; 
Zone III, Cravey of Georgia; Zone IV, Jensen 
of North Dakota; Zone V, .Taft of Wyoming; 
Zone VI, Sullivan of Washington. 

Executive committee—Saunders of Texas and 
and Leggett of Missouri. 

Subcommittee—To study future 
NAIC meetings, Holz of New York. 

Blanks committee—McConnell of California 
and Davey of Indiana. 

Subcommittees—Life and accident and 
health, Bittel of New Jersey; fraternal, Mc- 
Govern of Rhode Island; hospital and medical 
service plans, Berger of Connecticut; assess- 
ment life and accident and health, Dubuar of 
New York, life and accident and health in- 
structions, Bittel of New Jersey. 

Preservation of state regulation committee— 
McConnell of California and Holz of New 
York. 

Accident and health committee—Knowlton 
of New Hampshire and Sheehan of Minnesota. 

Subcommittees—To study reserves for guar- 
anteed renewable A&H policies, Holz of New 
York; on company reports on individual A&H 
claim settlements, Davey of Indiana; to study 
problems incident to cancellation of A&S pol- 
icies, Gillooly of West Virginia; on state laws 
governing misleading and deceptive advertis- 
ing, Pansing of Nebraska; on interpretation of 
NAIC rules governing advertisement of A&sS, 
Pansing of Nebraska; house confinement pro- 
visions in policies of A&S insurance, Beery of 
Colorado. 

Examinations Committee—Taft of Wyoming 
and Humphreys of Massachusetts. 

Subcommittee—Examinations practice and 
procedure manual revision, Jackson of Mary- 
land by John H. Coppage. 

Federal liaison committee—McConnell 
California and Howell of New Jersey. 

Fraternal committee—Sullivan of Washing- 
ton and Miller of Vermont. 

Insurance covering all installment sales and 
loans committee—Larson of Florida and Holz 
of New York. 

Interstate co-operation committee—The 
membership of this special committee will be 
appointed promptly if matters arise that 
should receive its attention and consideration. 
Laws and legislations committee—Beery of 
Colorado and McConnell of California. 

Life committee—Gillooly of West Virginia 
and Larson of Florida. 

Subcommittees—To study the subject of 
group life, Howell of New Jersey; commercial 
pension funds & trusteed welfare funds, Na- 
varre of Michigan; variable annuities, Pryatel 
of Ohio; deficiency reserves, Howell of New 
Jersey. 

Non-profit hospital and medical service as- 
sociations or similar organizations committee— 
Pryatel of Ohio and Davey of Indiana. 
Subcommittees—Extended maternity bene- 
fits, Jackson of Maryland; the problem of 
reimbursement formula between hospitals and 
service associations, Davey of Indiana. 
Unauthorized insurance committee—Jones of 
Utah and Beery of Colorado. 

Uniform accounting committee—Northington 
of Tennessee and Howell of New Jersey. 

Valuations of securities committee—Hum- 
phreys of Massachusetts and Pansing of Ne- 
braska. 

Subcommittee—Valuation of securities, Holz 
of New York. 


sites for 


of 





Elect James B. Smith President 
of Early American Insurance Co. 


James B. Smith has been elected 
president of Early American Ins. Co., 
a newly formed life company with 
home offices at 605 Fulton National 
Bank building in Atlanta. 

Mr. Smith’s experience includes 
three years as deputy insurance com- 
missioner of West Virginia, eight years 
with the C. R. Morgan general insur- 
ance agency in Charleston, W. Va., and 
a year with Mutual Benefit H.&A. 

Early American, writing ordinary 
only, was organized with $100,000 ca- 
pital and $200,000 surplus. It has been 
licensed in Georgia and plans to ex- 
band to other states. 





O'Keefe Joins Insurance School 


Dominic O’Keefe has joined the fac- 
ulty of the school of insurance of In- 
surance Society of New York on a full 
time basis. He has been with New 
fork university’s school of commerce 
since 1953 and has taught courses in 





life insurance, insurance law and prin- 


XUM 


ciples and corporation finance. He re- 
ceived practical training in company 
operations at Great American under a 
summer fellowship of American Assn. 
of University Teachers of Insurance. 
The society’s school offers a full pro- 
gram of daytime courses for the first 
time. 


Mutual of Omaha 
Honors E. B. Brink 


DETROIT—E. B. Brink, general 
agent for Mutual Benefit H.&A. in 
Michigan, was honored at a luncheon 
recently at Detroit’s Willow Run air- 
port by the company’s board of direc- 
tors. 

V. J. Skutt, president of Mutual of 
Omaha, described Mr. Brink’s years of 
service to Mutual of Omaha and its 
policyholders. Presentation of a spe- 
cial achievement scroll by the board 
was made by Dr. Charles W. Mayo of 
Rochester, Minn., chairman of the 
board’s award committee. 

On hand for the presentation were 
executives of the E. B. Brink agency 
in Detroit and Michigan district man- 
agers for the agency. 

W. O. Brink, associate general agent 
for the Brink organization, presided at 


the lunch. He introduced members of 
the board and officers of the company. 

Michigan commissioner Joseph A. 
Navarre praised the efforts of Mr. 
Brink and his service record in Mich- 
igan. 

In attendance at the luncheon were 
members of Mr. Brink’s family, includ- 
ing Mrs. Brink, their sons, William O. 
Brink and John E. Brink. Bob Con- 
sidine, Mutual of Omaha radio com- 
mentator and INS writer, was a guest. 





Mason, Hanna to Discuss 
New Lookin A&S Ads 


Lowell Mason of Federal Trade Com- 
mission and John V. Hanna of Health 
Insurance Assn. will talk on “The New 
Look in A&S Advertising” at the an- 
nual conference of Assn. of Better 
Business Bureaus in Savannah, Ga., 
Oct. 4. 

Representatives of bureaus in almost 
70 cities of the country will attend the 
meeting. 








Dr. Charles W. 
Mayo (left) of the 
Mayo clinic pre- 
sents to E. B. 
Brink, resident 
vice-president of 
Mutual Benefit 
H.&A. at Detroit, 
an achievement 
scroll from the 
company’s board 
of directors, as 
Commissioner Na- 
varre of Michigan, 
John Brink and 
President V. 
J. Skutt of Mutual 
of Omaha look on. 

























FLEXIBLE-AGE RETIREMENT 


THE 


With LNL’s flexible-age retirement 
plan, the policyholder does not set the 
maturity date when buying the policy; 
he can wait until the date arrives be- 
fore making his choice. Naturally, cli- 
ents like this feature and LNL agents 
like to present it. 


Lincoln National’s flexible-age retire- 
ment plan is another reason for our 
proud claim that LNL is geared to help 
its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 

















without 
this 
the zeros 

mean 

nothing 











of Ordinary life insurance in force 


He’s a State Farm personal insurance agent. Independent State Farm 
agents delivering individual policies, brought State Farm Ordinary life 
insurance in force to one billion dollars in less than 28 years. 

Since it was founded in 1929, State Farm Life has enjoyed an un- 
paralleled growth record — accomplished with no reinsurance, consoli- 
dation, brokerage or employer group. This very substantial growth is 
due largely to a unique advantage that State Farm agents have: a con- 
tinuing source of life insurance clients from their master folder files 
of auto and fire insurance policyholders. 


State Farm Life Insurance Company 


Companion company of State Farm Mutual Automobile Insurance Company 
and State Farm Fire and Casualty Company. Home Offices: Bloomington, Illinois 
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Sales Ideas That Work 


Referred Leads Do Best Job in Selling 
to the Professional Markets: Finkbiner 


A. C. F. Finkbiner Jr., Northwestern 





Mutual, Philadelphia, spoke on “Pro- 
fessional Men” at Million Dollar Round 
Table’s convention-cruise aboard the 
ship Kungsholm. He told how he has 
been successful in specializing in sales 
to doctors and dentists and stressed 
the value of the referred lead process 
once entreee to the market is gained. 
Most of Mr. Finkbiner’s remarks fol- 
low. 

There is a natural tendency to clas- 
sify life insurance people by the type 
of work in which they are most inter- 
ested. Thus, some of us get the “doc- 
tor” tag and others “business insur- 
ance specialists”, etc. Actually, this 
may be an over-simplification for con- 
venience, because there aren’t many 
of us who work with doctors who do 
not also develop some business insur- 


ance cases, or a business insurance 
specialist who doesn’t at times solicit 
an M. D. 

However, this subject is devoted 


solely to the practice of selling profes- 
sional men. Although many occupa- 
tional activities achieve a professional 
status, our subject should limit us to 
doctors of medicine and dentistry and 
specialists, 
rather than including attorneys, ac- 
countants, architects, etc. Profession- 
al prospects may be categorized by the 
phase of their training in which we 
find them. For example, with physi- 
cians there are students, interns, resi- 


their kindred technical 


dents, fellows, initial phase of prac- 


tice (just started), growing practice 


and declining practice (with partial 
retirement). 
It is obvious, I believe, that those 





“Net cost to whom, 


Mr. Prospect?” 


A. prominent: Mip-west BROKER, 
who frequently sells Manufactur- 
ers *G.M.P. when substantial low- 
cost permanent protection is called 
for, answers his clients’ “Net Cost” 
question this way: 

*‘Net cost to whom, Mr. Pros- 
pect? 

“The reason I ask is because 
many people refer to net cost when 
they really mean net cost if sur- 
rendered. That may not be the most 
important consideration to you 
because: 

“First, your real purpose in pur- 
chasing this insurance is to provide 
the most protection for the lowest 
guaranteed outlay—and you want 
to have the privilege of keeping it 
as long as you want it. 


“Secondly, $1,000 a year at age 





*Whole Life, non-par, $25,000 minimum. 


35 will provide over $54,000 of 
G.M.P.—as compared to less than 
$43,000 under most whole life par 
plans for which low net surrender 
costs are currently estimated. 


“If you take a contract designed 
primarily to yield low net cost on 
surrender, and you die in the early 
years, the actual “‘cost” to your 
beneficiary in reduced protection 
can be as much as $11,000—per- 
haps even more. That’s the really 
significant “cost” picture, Mr. 
Prospect—not one that requires 
giving up your insurance, not one 
dependent on high dividend earn- 
ings, but one that provides maxi- 
mum benefits for your beneficiary 
if you die.” 


Why don’t you call Manufactur- 
ers Life for help with your next 
“Net Cost”? competitive case. 


with the buying power are in the fifth 
and sixth groups. However, competi- 
tion in the market has caused more 
and more emphasis on the students, 
interns and residents as an expedient 
to getting to be the doctor’s agent 
first. 

It is also true that there are life in- 
surance needs in all but perhaps the 
last of these categories. One important 
set of common characteristics perme- 
ates all prospects in the professional 
market. They are: The very nature of 
their work and business structure has 
a “do it yourself” theme—little group 
life insurance, few pension plans, some 
still without social security; because 
it is still difficult to express a “life 
value” in figures and because these 
prospects are not inclined to pore over 
and digest computations and involved 
concepts, motivation in selling takes 
on a more important aspect; as a 
group they evidence more than usual 
loyalty to their chosen counsellors, 
thus, once established as their agent, 
the repeat business is practically as- 
sured. 

It should be unnecessary for us to 
recount the usual well known proven 
methods of prospecting. But perhaps 
a recounting of the special ways of 
prospecting in the professional group 
would be useful. 

Because of the unusually cohesive 
relationship between members of the 
same profession, the effect of a refer- 
red lead is paramount. To be referred 
from one doctor to another means 
more, I believe, than to be referred 
from one business man to another. 
Doctors are often suspicious of a new- 
comer when he calls on them. They 
are prime targets for every salesman 
that comes down the street, but if your 
call bears with it a strong referral 
from an associate they respect, you 
will be received and heard. By the 
same token, doctors do not voluntarily 

give strong referrals and hesitate to 
“butt in” on the affairs of their col- 
leagues. Thus, referred leads must be 
“planted”. In order to get the doctor 
started in discussing his friends and 
associates, suggestions can be made 
such as, “Doctor, you’re probably one 
of the youngest men in the depart- 
ment of medicine. Are there any new- 
er than you? How old is Dr. Bell? 
I saw his name on the staff list.” Fre- 
quently I produce the staff list, and 
after asking several questions I try to 
push it in front of my client in a po- 
lite manner and ask his help in filling 
in informaton about other doctors. 

Another method of prospecting is di- 
rectly from the lists of new “fellows” 
who are appointed by the various 
foundations and all the lists that 


every hospital assembles of its Staff, 
courtesy and regular interns, resj- 


dents, teachers, referring doctors, new. 


appointees, etc. 

Often physicians are pretty close tg 
a dentist or two, and perhaps an ortho- 
dontist. Cross referrals from the den- 
tist to the MDs and back can produce 
suggested leads of value. 

A good prospect is one who receives 


work from your client on a referred . 


basis. Thus, if your client is a genera] 
practioner, his surgeon, OB man or 
psychiatrist are each excellent pros. 
pects, and they’re obligated to hear 
you out. 

An important part of setting the 
stage for a prospective sales interview 
is the process of orientating the young- 
er doctor to what his long-run future 
requirements are going to be life in. 
surancewise. A graph that I like to 
call “The Big Picture” is helpful in 
keeping their sights high and bringing 
their present plan into focus. The jj]- 
lustration shows what approximately 
$120,000 of life insurance will do fora 
young physician and his famliy. I use 
this chart in opening conversations 
with all interns and residents, and oec- 
casionally with established men. 


Some prospects are best suited for 
an approach that contemplates more 
than a direct “I’m with the XYZ In- 
surance Co.” type of thing. It has been 
observed that many successful men in 
the business develop their own initial 
jargon that introduces themselves to 
the prospect. Most of these leave some 
degree of mystery as to the actual in- 
tent and purpose. This is not done in 
bad faith but rather to gain time to 
show one’s value and demonstrate the 
aid the agent can be as counselor. My 
own favorite is: “Dr. Rush, I’m A. C.F. 
Finkbiner Jr. with A. C. F. Finkbiner 
& Associates. We do*estate planning, 
tax analysis and life insurance work, 
ete.” This approach allows me to 
counter with inquiries into several 
fields if I receive an inital anti-life 
insurance reply. 

Agents operating in this way then 
generally move into a description of 
their services on a low pressure basis 
recounting what they do and do not 
do. The client is then urged to allow 
the agent to present an initial brief 
or estate plan so that the client can 
determine for himself whether or not 
this service will be of help to him. He 
is then led to engage in a careful fact 
finding inquiry after being assured 
that “The purpose of this service is to 
help crystallize your financial objec- 
tives and those of your family, and to 
make recommendations for their at- 
tainment. The value of the recommen- 

(CONTINUED ON PAGE 20) 
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NFC Elects Louis Probst President 





DEAN MANION WARNS NFC AUDIENCE: 





Bossy Big Government and Its Partner, 
Inflation, Pose Threat to Private Insurance Capacity Crowd 


Clarence E. Manion, famed consti- 
tutional lawyer from South Bend, Ind., 
and arch-foe of big government and 
its doctrine of tax, borrow and spend, 
addressed the Investment Section of 
NFC ,and was the star attraction. His 
talk precipitated a standing-room- 
only crowd. Attendants brought in ex- 
tra chairs by the armload and still 
some stood. Approximately 300 heard 
the forceful Mr. Manion, a former 
dean of the University of Notre Dame 
law school and award winning author 
on Americanism. 

Mr. Manion predicted a shaky and 
dubious future for private insurance 
unless the insurance fraternity is will- 
ing to exert its influence to curb the 
continuing spread of big government 
and its attendant threat to liberty. 

Taking an obvious poke at social 
security, Mr. Manion said: “If that 
stuff the government is selling can be 
called insurance, then what are you 
people selling? Why, you should be ar- 
rested for taking money under false 
pretenses,” he charged. 


Pointing to the unsoundness of the 
actuarial status of social security, Mr. 
Manion said it is possible for a man 
to pay as little as $120 into the govern- 
ment for its “retirement policy” and 
collect as much as $22,000 or $23,000 
in benefits. 

“You people have got a stake in curb- 
ing all this,” he said, with reference 
to the spendthrifty growth of govern- 
ment. He warned the fraternalist not 
to take the position “I’m only selling 
insurance and have nothing to do with 
government.” How much longer will 
you be selling insurance?” he chal- 
lenged. 

Mr. Manion deplored the “lack of 
Stability in the mental processes of 
our time,” a trend which he said robs 
American society of the certainty in 
which it was born. 

“The dollar is only worth what the 
government says it is,” Mr. Manion 
said, in examining the current unsta- 
ble attitude toward money and its in- 
flationary result. 

“You people are selling something 
on the assumption that it will be 
worth a certain amount in the future,” 
he told the fraternalists. “What about 
the policy you sold in 1939? Are you 
going to throw the benefits on the cof- 
fin lid and say you can’t help it be- 
cause it’s worth only half of what it is 
supposed to be worth? That’s not ful- 
filling your trust,” he said. 


Mr. Manion indicated that insurers 
should not be satisfied with returning 
$1 for every $1 invested. The insured 
who invests 100 cents, he said, wants 
100 cents back both in quality and 
quantity, not just quantity. 

He told the fraternalists that they, 
because of the very fact that they are 
fraternalists, have a fiduciary respon- 
sibility that even transcends the nor- 
mal responsibility of old line legal re- 
serve companies, 

Mr. Manion, who dislikes intensely 
wide and wild interpretation of con- 


Stitutional limits, likened the consti- 


tution to an insurance policy—an in- 
surance on the stability of the future, 
based on certain truths. It is these 
truths, these certainties, that are be- 
ing challenged today, he said. 


Mr. Manion’s talk was applauded 
long and loudly. Members of the Law 
Section, in session at the time of the 
talk, temporarily broke up their meet- 
ing to come in and hear Mr. Manion. 
The officers of the Investment Section 
were congratulated heartily for their 
splendid choice of speaker. 

Mr. Manion’s talk was alarming but 
the fraternalists did not consider him 
an “alarmist.” His reputation for pro- 
found legal and intellectual integrity 
added force to his opinions. 

Joseph H. Sudimack, Greek Catho- 
lic Union, was elected president of the 
Investment Section, succeeding Leon 
H. Tolversen, Equitable Reserve Asso- 
ciation. Others elected are Alvin G. 
Tiedje, Modern Woodmen, vice-presi- 
dent; George J. Shultz, Western Bo- 
hemian Fraternal Association, treas- 
urer, and Clarence D. Warren, Royal 
Neighbors, secretary. 

Named to the executive committee 
were Charles T. Kropik, Czechoslovak 
Society; Clyde F. Wilmeth, Junior Or- 
der United American Mechanics, and 
Clifford D. MCreary, Independent Or- 
der of Foresters. 


Press Section 
Enjoys Breakfast, 
Elects Talucci 


After having a traditionally fine 
breakfast and hearing a profound talk 
by a learned astronomer from Chat- 
tanooga, the press section of the NFC 
got immediately down to _ business, 
elected officers and conducted an in- 
formal but highly informative panel 
discussion. 

Don A. Talucci, Maccabees, was 
elected president, succeeding Stephen 
Valcik, Slavonic Benevolent Order of 
Texas. Mrs. Gretchen Pracht, Luther- 
an Brotherhood, was elected vice- 
president. Highly endorsed to contin- 
ue as_ secretary-treasurer was Miss 
Bessie Kubanis, Royal League. 

Named to the executive committee 
were Leland L. Larson, Woodmen of 
the World, Omaha; Mrs. Harriet 
Jeanes, Royal Neighbors; Francis W. 
Olson, Equitable Reserve Association, 
and Jerry F. Chmelicek, Czechoslovak 
Society. 

e e @ 

The breakfast speaker was Dr. Karel 
Hujer of the Jones Observatory of the 
University of Chattanooga, who just 
recently returned from abroad where 
his range of scientific activity includes 
everything from watching stars from 
the Vatican Observatory to discourse 
with astronomers from behind the 
Iron Curtain. Professor Hujer dipped 
frequently into the lessons of history, 
philosophy and science in his portray- 
al of the road to the hopeful and 
enviable state of universal brother- 
hood. 


Medical Section 
Session Draws 


The Medical Section of NFC, despite 
the fact that it is a relatively small 
and more select group, proved to be 
intensely popular. The hotel parlor in 
which the section met was crowded to 
capacity. Dr. John Boland, high medi- 
cal examiner, Catholic Order of Forest- 
ers, presented his topic on ‘Modern 
Underwriting Trends” in such an ex- 
plicit fashion that all present could 
easily understand despite the fact that 
many were neither actuaries nor med- 
ical men. 

Dr. A. C. Corcoran, president of 
American Assn. for the Study of Ar- 
teriosclerosis and member of the re- 
search division of Cleveland (O.) clin- 
ic, presented an interesting paper on 
the significance of hypertension in 
blood vessel diseases with particular 
reference to atherosclerosis. He out- 
lined the distinction between essential 
and secondary types of hypertension 
and the therapeutic effects of a vari- 
ety of new drugs for controlling high 
blood pressure. The judicious use of 
these drugs, he said, has somewhat 
lessened mortality and prolonged the 
effective life of those afflicted with 
hypertension. 

However, Dr. Corcoran remarked 
that control of hypertension through 
drugs is not enough. The intake of fat 
and total fat concentration, the latter 
being determined largely by whether 
it is vegetable or animal fat, are also 
factors to be watched and considered. 

Dr. Corcoran, in his informative lec- 
ture, more or less debunked the cur- 
rently popular low cholesterol diet as 
something of very doubtful value. He 
said that cholesterol purposely left out 
of a diet is apparently made up in the 
system. 

Dr. Boland frankly stated that fra- 
ternalism has to raise its sights. He 
said that fraternalism no longer can 
be satisfied with selling $500 or $1,000 
worth of insurance on memberships 
but must sell adequate protection to 
its members. 

As for underwriting, Dr. Boland 
pointed out that over weight still re- 
mains the most serious factor. Con- 
sidering habits in the acceptance of 
applicants for insurance, Dr. Boland 
pointed to drinking as a frequent un- 
derwriting headache. Fraternal insur- 
ance takes a dim view of tipplers, 
even to the extent of sometimes rais- 
ing a red flag of rejection on the ap- 
plicant who drinks enough to warrant 
criticism by investigating organiza- 
tions. 

Dr. Boland pointed out that drink- 
ing is responsible for 40% of highway 
accidents. 

Dr. C. Gordon Vaughn, Degree of 
Honor, was elected president of the 
Medical Section, succeeding Dr. Erle 
S. Ross, Brotherhood of Railroad 
Trainmen. Dr. Norman S. Clark, In- 
dependent Order of Foresters, and Dr. 
Harry J. Brekke, Lutheran Brother- 
hood, were elected 1st and 2nd vice- 
presidents, respectively. The new sec- 
retary is Dr. Hubert R. John, Mac- 
cabees. 


Succeeds Crowns at 
Cleveland Meeting; 
Lundgren New V-P 


Votes Dues Increase to 
Meet Expanded Activities; 
Eyes Nationwide PR Plan 


By RICHARD J. DONAHUE 


National Fraternal Congress at its 
annual meeting in Cleveland last week 
developed a pro- 
gressive look to 
the future with a 
willing vote to ad- 
just its dues struc- 
ture, thereby bols- 
tering the coffers 
of the congress 
and insuring its ef- 
fective function as 
it goes forth to 
meetanever- 
widening scope of 
activities. 

The congress al- 
so viewed with approval a proposed 
project of nationwide public relations 
to preach the full gospel of fraternal- 
ism to the general public, but decided, 
for the time being, to hold off imple- 
mentation of this project until finan- 
cial backing of such a plan can be se- 
cured from the majority of the 106 
member societies. 





George H. Crowns 


R. G. Ransford, Gleaner Life, re- 
minded, however, in a committee re- 
port, that the importance of a national 
public relations program for the fra- 
ternal benefit system “cannot and 
should not be minimized.” As a result, 
the incoming public relations commit- 
tee of the congress was directed to 
prepare a public relations program for 
consideration at the 1957 meeting of 
the congress which will convene next 
September at Los Angeles. 

Louis E. Probst, an active fraternal- 
ist all of his adult life, was elected 
president of NFC, becoming one of the 
youngest men ever to achieve that dis- 
tinction. Mr. Probst, who is supreme 
chief ranger of Independent Order of 
Foresters, succeeds George H. Crowns, 
high chief ranger of Catholic Order of 
Foresters, a tireless man who bowed 
out amid a rising ovation from a 
thankful congress. Howard M. Lund- 
gren, president of Woodmen of the 
World, Omaha, moved up to the vice- 
presidency. Foster F. Farrell contin- 
ues as_ secretary-treasurer-manager. 
Mr. Crowns congratulated Mr. Farrell 
as “one of the greatest public relations 
men that I have ever met.” He said he 
was delighted at the way Mr. Farrell 
handled the affairs of fraternalism. 

Mr. Probst entered fraternalism 33 
years ago in his native San Francisco 
as a deputy for International Order of 
Foresters. He served in that position 
for 17 years and then was named Cali- 
fornia state manager for I.0.F. Four 
years later he was named assistant 
superintendent of field work, contin- 
uing his headquarters at San Fran- 
cisco. In 1949 he was named to the 
I.0.F. board and transferred to the 
head office at Toronto as superin- 

(CONTINUED ON PAGE 17) 
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FEATURES PANEL ON VISUAL SELLING 





NFC Delegates Stay to End; 
Almost All Attend Managers Meeting 


The meeting of the Field Managers 
Section took place at the tail end of 
the NFC meeting in the afternoon of 
the third day after the last plenary 
session. It was feared that many of the 
delegates would pack up and start for 
home after the last plenary session, 
but they didn’t. They stayed on and 
contributed to the success of the Field 
Managers meeting by faithful attend- 
ance. It was Louis E. Probst, new 
president of NFC, who suggested that 
everybody stay until the convention 
was completely over. Mr. Probst, who 
gives every appearance of a good or- 
ganizer and a man with an ability to 
get things done, made a few impromp- 
tu remarks before the Field Managers 
meeting. 

He likened the spirit of fraternalism 
to the two oars of a boat. He said one 
oar, which is insurance, complements 
the other oar, which is fraternalism. 
With two oars, he said, you can get 
some place. With one oar you just go 
around in circles. 

One of the features of the meeting 
was a panel discussion on visual sell- 
ing led by R. H. Abernathy, Woodmen 
of the World, Omaha, and William 
Meissner, district representative at 
Buffalo, N. Y., for Aid Association for 
Lutherans. According to these two 
men, their respective companies are 
“sold” on the visual selling techniques, 
and have enjoyed considerable success 
by using them. 

Hilbert Rust, president of Insurance 
R & R, discussed “Modern Trends in 
Life Insurance.” Mr. Rust pointed to a 
new, increasing and more knowing life 
insurance market. He warned the fra- 
ternalists that insurance salesmen will 
have to raise their sales technique. He 





said you no longer can scare the peo. 
ple into buying insurance. Creating a 
desirability for insurance, Mr. Rust 
said, is an infinitely finer technique 
for sales. 

The Field Managers Section of the 
NFC is headed by the same officers 
who direct the Fraternal Field Man. 
agers Assn. The association will meet 
next spring in Chicago and elect offj- 
cers at that time. Current officers are 
John N. Cochran, Woodmen of the 
World, Omaha, president, and Rbbert 
H. Platt, Modern Woodmen, secretary, 





State Congresses 
Section Hears Hart: 
Elects Barrett 


Luke E. Hart, supreme knight, 
Knights of Columbus, addressed an 
active session of the State Fraternal 
Congresses Section. He traced the in- 
teresting history of fraternalism in the 
U. S. from its beginning in Boston in 
1946 down to the present day. Mr. 
Hart was saluted by the convention 
for the high caliber service he has ren- 
dered to the association, first as presi- 
dent in 1952 and then as chairman of 
law committee this year. 

Another speaker at this section was 
W .Cable Jackson, director of Modern 
Woodmen, who discussed the topic 
“You Are V.I.P.”. 

Arthur J. Barrett Jr., Woodmen of 
the World, Denver, was elected presi- 
dent of the State Congresses Section, 
succeeding Judy I. Hubble, Modern 
Woodmen. Elected as_ vice-presidents 
were Ann Wells, Woodmen Circle, and 
Louis Caron, Catholic Order of Forest- 
ers. Nelle A. Sexton, Royal Neighbors, 
was elected secretary. 








Among the of- 
ficers of the Med- 
ical Section of Na- 
tional Fraternal 
Congress are, from 
left, Dr. Norman S. 
Clark, Independ- 
ent Order of For- 
esters, lst vice- 
president; Dr. E. S. 
Ross, Brotherhood 
of Railroad Train- 
men, immediate 
past-president, and 
Dr. C. Gorden 





Vaughn, Degree of Honor Protective Association, the new president. 





D. W. GRIER, Treasurer 
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Probst Succeeds Crowns as NFC President 
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tendent of field work. He was named 
supreme chief ranger in 1951. 

New members of the executive com- 
mittee, elected for a two-year term 
each, are Mr. Ransford; Leon H. Tol- 
versen, vice-president and treasurer 
of Equitable Reserve Association, and 
Mrs. Frances Dymek, vice-president of 
Polish National Alliance. 

Continuing on the executive com- 
mittee besides Mr. Probst, Mr. Crowns 
and Mr. Lundgren are W. Cable Jack- 
son, director of Modern Woodmen; 
Florence H. Jensen, president of the 
Woodmen Circle, and Kasimir I. Koza- 
kiewicz, Polish Roman Catholic Union. 

Mr. Crowns was a very busy man 
throughout the entire three-day con- 
vention, hurrying from one meeting 
to another to extend his greetings to 
each of the 10 sections of the congress. 
Some of the sections met simultane- 
ously but Mr. Crowns usually found 
time to say a few words. His greetings 
were short, peppy and to the point, 
each befitting to the particular section 
in session. Mr. Crowns greetings dem- 
onstrated his thorough understanding 
of all facets of fraternal insurance, 
whether it be law, investments or 
youth counselling. 


All 460 delegates at the meeting ex- 
hibited a healthy degree of sincerity, 
sobriety and dedication to the cause of 
fraternalism. Meetings began on time 
and ended on schedule. Anyone who 
came in to a meeting as little as 2% 
minutes after the appointed hour of 
commencement was considered late. 

The new system for assessing dues 
from member societies is patterned 
after the system used by other life 
insurance associations and is consid- 
ered by far a more equitable method. 
It will bring in about another $7,000 
annually, an increase needed to fi- 
nance the scope of activities of the 
congress which continue to increase, 
particularly in the area of legislative 
matters pertaining to the fraternal 
benefit system. For the past two years 
the expenses of the congress have 
amounted to more than it took in in 
dues. 

Many of the societies are interested 
in obtaining legislation in various 
states which would permit operating 
on a “one fund basis” and eliminate or 
abolish certain legislative limitations 
in connection with juvenile insurance, 
non-medical insurance, and_benefi- 
ciary designations. These legislative 
objectives are incorporated in the 
model fraternal code which was en- 
dorsed by the 1956 annual meeting of 
NFC at Toronto. 


The congress voted to amend article 
9 of its constitution to allow for the 
change in its method of assessing dues. 
The congress also voted to amend ar- 
ticle 5 of its consstitution which, 
effective July 1, 1957, changes the 
fiscal year of the congress to run from 
July 1 to June 30 instead of from 
September to September. 

The new dues structure will assess 
each member society a minimum of 
$150 and take into consideration pre- 
mium income, admitted assets and in- 
surance in force of each member in 
determining additional dues over the 
minimum. The old dues schedule set a 
minimum of $75 for each member so- 
ciety plus a certain additional assess- 
ment for each 1,000 adult members. 

Fraternalism continues to show it- 


_ Self as a bulwark for old fashioned 


Americanism and the spirit of self re- 
liance. This was evident by the choice 
of speakers at the meeting. 

Philip C. Ebeling, a Dayton (O.) at- 
torney, addressed the first plenary 
session of the congress on “American 
Brand of Freedom.” He said the Amer- 
ican brand of freedom is always posi- 
tive while the foreign brand of free- 
dom is always negative. Foreign lands, 
he said, it’s always “freedom from” 
while in America it’s always “free- 
dom to.” Watch those prepositions, to 
and from, Mr. Ebeling said. They 
mean a lot. “In America,” he said, “we 
have the freedom to achieve success 
or to fail. You can go into business and 


lose your shirt if you want to.” The 
American brand of freedom, he said, 
does not seek to evade personal re- 
sponsibility and self reliance. 


“Why do I talk about the American 
brand of freedom?” he asked. “It’s 
because there are signs on all sides 
that we are gradually losing it. We are 
so mixed up in our thinking that we 
call people ‘liberals’ who believe in 
using the full force of governmental 
power to make us do what a few think 
is good for us. A true liberal believes 
in the maximum freedom for the in- 
dividual with a minimum of govern- 
mental coercion.” 

Another speaker during the meeting 
was Clarence E. Manion, Constitu- 
tional lawyer and former dean of No- 
tre Dame university law school, who 


addressed the Investment Section. He 
deplored the unrelenting growth of 
big government and its attendant 
threat to freedom. A report of Mr. 
Manion’s forthright talk appears else- 
where in this issue. 

The Rev. Harvey C. Hahn, a popu- 
lar minister from Dayton, O., ad- 
dressed the second plenary session. 
His topic was “Burnt Matches.” Mason 
Douglass, an attorney, also from Day- 
ton and former Montgomery county 
(Ohio) judge, was banquet speaker. 
His topic was “Constitutional Democ- 
racy at Crisis.” Mr. Douglass told the 
banquet audience that it is hard to as- 
semble any place in a group so many 
good people representing so many na- 
tionalities, explaining it can be done 

(CONTINUED ON NEXT PAGE) 








THE MACCABEES 


-a Life Insurance Society 


The Maccabees Building e Detroit 2, Michigan 
Offices in principal cities of the United States and Canada 


There’s something special about a Maccabees Agent 
He'll 

“GO GLACIER 
mo, SZ) 


The Maccabees Agent is preparing to qualify for 

an all-expense-paid trip to The Maccabees 1957 Sales 
Convention at Glacier National Park in the Montana 
Rockies. « When he ‘‘Goes Glacier in ’57,”’ he’ll stay 

at the luxurious Many Glacier Hotel during convention 
days, June 17-21. He’ll have time to take in the 
recreational and sight-seeing opportunities this beautiful 
locale offers, as well as participate in all the 

convention activities. « If you’d like to ‘““Go Glacier in 
‘57,”’ write to Robert O. Shepler, Field Director. 
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“HERE’S HOW 
| SOLD MY 
MILLION” 


You'd enjoy comparing notes 
with these Modern Woodmen 
Agents, each of whom sold 
over a million in 1955: R. S. 
Bacher, Elmwood, Illinois (his 


second consecutive million-dollar year); Dean E. Kelly, Alpha, Illinois 


(scoring in his fourth year with Modern Woodmen—his second as a District 


Manager); Fran Ortman, Rock Island, Illinois (who also topped a million for 


the second time). These men are typical of our capable field force which 


together made 1955 our best year in a quarter of a century. 


The same opportunity—the same continuous training—the same sales 
aids used so successfully by these men can be yours, too—as a Modern 


Woodmen Agent. 
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A Note From A New President 


Otto C. Rentner was elected president of the 
world’s largest fraternal insurance society on 


July 14. 


Five months ago we became the first fraternal insurance 
society to reach One Billion Dollars of ordinary, legal 
reserve life insurance in force. 


We have since put in force $45 million toward our second 
billion dollars of insurance. Our first $45 million took us 
20 years to achieve. 


The Aid Association for Lutherans will continue to empha- 
size not size but service—not membership but members— 
not growth but good, sound, economical and progressive 
management. 

It has always been our goal to provide financial protection 
for Lutherans at the lowest possible cost—to lesson their 
hardships due to emergency, retirement, or death. Today 
we issue $385,000 a month in benefit checks. 


We shall continue in our thankful acknowledgement of 
God’s rich blessing upon our efforts toward this goal. 


Aid Association for 


LUTHERANS 


LEGAL RESERVE LIFE INSURANCE 
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membership exceeds 
one million 
insurance in force 


Knights 
of 


Columbus 


reaches 
$595,306,908 


As Knights of Columbus opens 
75th ANNIVERSARY YEAR 
Supreme Office Announces New Milestones 


Increase in insurance in force July 


1, 1955—June 30, 1956..._..._........ $77,862,811 
Membership July 1, 1956...............- 1,009,395 
penne sibenbers.,...... .. sake aes. Paes 355,941 
Masocinte members ... 22.2... 2 2-2 653,454 
Pe 22525 8 -. Eee ee 
Benefits paid Se hcl sp Ae ideal Tage Oe 


Luke E. Hart 
Supreme Knight 


Joseph F. Lamb 
Supreme Secretary 
71 Meadow Street 
New Haven, Conn. 
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only in America. He indicated that it 
is people like the fraternalists who can 
help relieve the current crisis of con- 
stitutional democracy. He called for an 
attitude of peace and a general house- 
cleaning of minds as an aid to the dis- 
solution of this crisis and the salva- 
tion of democracy. 

Although Mr. Douglass admitted 
that America can no longer live a 
hemispheric life, he said he doesn’t ap- 
prove of preserving the peace with the 
weapons of war. “We can’t stay all 
over the earth shooting guns,” he said. 
“We can’t have brotherhood by de- 
stroying nations.” He said a malignant 
disposition inhabits the minds of the 
earth. Communism enslaves 800 mil- 
lion people. America is blamed, he 
said. “We have lost Asia; we have lost 
ground all over the world. Our flag 
is hated and condemned without re- 
striction. What is wrong?” Mr. Doug- 
lass asked. “Are we too proud? We 
must live and expound American de- 
mocracy as we know it,” he said. 

The Rev. Hahn told the second plen- 
ary session that there is no need for 
people to become “burnt matches,” as 
they get older if they set up a program 
of life. He said he doesn’t believe God 
intended people to retire, but possibly 
even to “die with their boots on.” “If 
you know when you’re going to do 

something, where you’re going to do 
it, and why, you will always be in de- 
mand,” he said. He suggested that 
people learn to step into responsibility 
and not be curbstone commentators. 
He said only one out of 10 persons has 
a program. He said six out of 10 have 
no notion at all what they are going to 
do and, two have only a vague idea. 


The congress demonstrated further 
the old-fashioned American spirit of 
unfettered independence by the adop- 
tion of certain resolutions during the 
second and final plenary session. 

“We view with misgiving the en- 
croachment of the federal government 
into many areas of private business,” 
one resolution stated. “We reaffirm 
our faith and pledge our support to 
our free enterprise system.” The fra- 
ternalists also resolved “that in the 
field of insurance we advocate the 
continuation of regulatory control of 
the industry generally by the individ- 
ual states as opposed to federal super- 
vision.” In still other resolutions the 
congress gave its support to appropri- 
ate efforts on the part of government 
to oppose unsound and _ inflationary 
monetary policies, and commended 
government for such steps as it has 
taken and may take in the future to 
halt by appropriate legal means the 
spread of Communism in this country. 


NFC Secretaries 
Learn Value of 
Personnel Program 


Norman C. Nelson, Maccabees, out- 
lined the importance of a good formal. 
ized personnel program in a weil re. 
ceived talk before the Secretaries Sec. 
tion of NFC. He explained that grow. 
ing complexities of today’s economy 
and its bigger workshops requires q 
system of effective communication be. 
tween management and workers— 
preferably one embodied in a system. 
atic personnel program. 

He said it is basic human desire for 
an employe to want to know what js 
going on. The lack of communication 
between management and _ personnel, 
he said, contributes to the growth of 
unions. Ineffective communication, he 
added, gives rise to the grapevine, an 
informal channel often choked with 
the weeds of speculation and mistrust 
of motives. 

James C. Elder, Independent Order 
of Foresters, was elected president of 
the section, succeeding William Hay- 
ward, Gleaner Life. Josephine Weig], 
Women’s Catholic Order of Foresters, 
continues as secretary. On the execu- 
tive committee are Mr. Hayward, Ber- 
tha M. Leavy, Ladies Catholic Benevo- 
lent Society; Herbert Voecks, Aid As- 
sociation for Lutherans, and Mr. Nel- 
son of Maccabees. 

Mr. Nelson told how Maccabees has 
prepared employe manuals as part of 
its personnel program. A manual of 
objectives is supplemented by an or- 
ganizational chart which portrays the 
lines of authority and pinpoints re- 
sponsibility. A home office policy 
manual for clerical help gives job de- 
scriptions, explains pay increases, out- 
lines a procedure for handling griev- 
ances, and communicates fully other 
points of vital information. 











Two representatives of Aid Associa- 
tion for Lutherans at the annual meet- 
ing of National Fraternal Congress in 
Cleveland last week are C. G. Stein- 
wedel, left, and Harry E. Bertram. 








GUARANTEED VALUES Since 1894: 


Life Insurance for Security 
Fraternity for Happiness 


Perpetuated by a comprehensive program to 
fit all individual and family needs. 


GLEANER LIFE INSURANCE SOCIETY 


5705 Woodward Avenue 


Detroit 2, Michigan 
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160 Attend Session 
for NFC Actuaries, 
Elect Miss Cusic 


About 160 persons were present for 
the NFC Actuarial Section session 
during which Mary M. Cusic, Royal 
Neighbors, was elected president, suc- 
ceeding Samuel Eckler, consulting ac- 
tuary. Other officers are Frank H. Lee, 
Women’s Benefit Association, vice- 
president; John Gall, Aid Association 
for Lutherans, secretary, and Harmon 
Taylor, consulting actuary, treasurer. 
Robert Taylor was named editor, and 
Ingolf Lee, Lutheran Brotherhood, li- 
brarian. 


During the informative meeting, a 
paper, authored by Charles C. Dubuar 
of the New York department and en- 
titled “The Uniform and New York 
Fraternal Codes” was read. In this 
valuable paper the author recorded the 
principal changes in the two codes and 
the background and general philosophy 
which may have influenced the adop- 
tion of such changes. “The amend- 
ments,” the author concluded, “repre- 
sent a definite advance in moderniz- 
ing the requirements and safeguards in 
the operation of fraternal benefit so- 
cieties. The amendments will free the 
societies of many archaic provisions 
but in doing so will place greater re- 
sponsibility on the management of the 
societies.” 

Walter L. Rugland, Aid Association 
for Lutherans, in discussing the paper 
suggested that because of its value and 
excellence it be distributed to all mem- 
ber societies of the National Fraternal 
Congress. 

The topic of “Electronic Data’ Proc- 
essing Machines” was discussed by 
Franklin C. Stauffer of Modern Wood- 
men. Ingolf Lee of Lutheran Brother- 
hood, Miss Mary Cusic of Royal Neigh- 
bors and John Gall of Aid Association 
for Lutherans. Each outlined his so- 
ciety’s approach to the problem of get- 
ting ready to adapt electronic data 
processing techniques to his society’s 
operations. 


The topic “Pension Plans of Frater- 
nal Societies” was discussed by Wal- 
ter Rugland of Aid Association. Frank 
Gadient of Modern Woodmen and 
Ward Hartwell of the Macabees. 

Frank Gerry in his discussion of the 
variable annuity and endowment topic 
pointed out the inflationary trends 
which gave impetus to the development 
of such a contract. The basic aim of 
such contracts is to insure against the 
hazard of inflation. He pointed out 
some of the problems in getting ap- 
proval of such contracts from some 
State insurance departments. 

George Huggins in his discussion of 
this topic suggested that, because of 
the conflicting opinions and many un- 
solved problems in the variable annu- 
ity and endowment field, fraternal 
benefit societies continue to study the 
subject without committing themselves 
to action at the present time. 





Law Section Discusses 
Estate Planning; 
Elects R. H. Mathias 


__ Life Insurance and Estate Plan- 
ning” and “Sales and Lease-backs” 
were the main topics of discussion at 


the Law Section meeting of NFC. John 


B. Poole of the law firm of Poole, War- 
ren & Littell, Detroit, and associate 
general council of Gleaner Life, dis- 
cussed estate planning. Sales and 
lease-backs was the topic of Edmund 

. Meagher, Royal Neighbors. 

Russell H. Mathias, Lutheran Broth- 
erhood, was elected president, suc- 
ceeding R. G. Ransford, Gleaner Life. 
H. G. Borden, Modern Woodmen, was 
elected vice-president, and George H. 
McDonald continues as secretary. 





Youth Counsellors’ 
Section Elects Grasha 
as Its President 


Michael Grasha, Croation Fraternal 
Union, was elected president of the 
Youth Counsellors’ Section of NFC, 
succeeding Anna M. Cooley, Royal 
Neighbors. Other officers elected at 
this well attended session were E. E. 
Howell, Woodmen of the World, Oma- 
ha, and Don A. Talucci, Maccabees, 
Ist and 2nd vice-presidents respec- 
tively. Elected secretary was Frances 
Mizenko, First Catholic Slovak Ladies 
Union. A feature of the Counsellors’ 
Section meeting was a panel discus- 
sion and workshop. 
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Fraternal Presidents 
Pay Tribute to 
Departed Colleagues 


Joseph Spencer, Protected Home 
Circle, was elected president of the 
NFC Presidents’ Section. Elected vice- 
president last year, Mr. Spencer had 
served as acting president for the past 
few months at the death*of President 
Le Roy Stohlman of Aid Association 
for Lutherans. 

R. L. Blodgett, National Mutual 
Benefit, read a fitting memorial to the 
late Mr. Stohlman and ther heads of 
fraternal societies who have died in 
the past year. “Their work is done. 
Their task is now ours,” he said, in 
quoted tribute. 

Others elected are Edward Marek, 
Slovanik Benevolent Order of Texas, 
1st vice-president; Edna E. Dugan, De- 
gree of Honor, 2nd vice-president, and 
Florence Jensen, Woodmen Circle, 
secretary. 

Martin E. Cusick, lawyer and di- 
rector of Protected Home Circle, in a 


OUR AIMS ARE 


SIMPLE 


We just aspire to be known as a ]/ 
Company which is: 
A good “citizen” and a good neighbor 
in each community where we operate. 


A good place to work with security 
and opportunity. 


A good place to buy Life Insurance. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 


forthright talk to the Presidents’ Sec- 
tion, reminded the presidents that they 
were not gathered to have their vir- 
tues extolled, but rather to examine 
their objectives to determine if more 
can’t be done, especially in the ju- 
venile field. 





R. L. Kester, left, Ohio state manag- 
er for Maccabees, welcomes Stuart 
Micklethwaite, assistant manager of 
Maccabees investment department, on 
the occasion of his first attendance to 
a National Fraternal Congress Invest- 
ment Section meeting. 
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Says Referred Leads Best to Sell Professionals 
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dations will depend on the complete- 
ness of the information on which they 
are based. All data will be held in 
strictest confidence.” 

The information is then given the 
agent’s processing in the office. Some 
prefer a careful present option analy- 
sis; some seek the opportunity to con- 
fer with the doctor’s attorney; some 
try to move the client to visit a trust 
officer with him as a third party in- 
fluence. It may be safe to say that 
most do a simple programming job 
and get themselves prepared to pre- 
sent the case for the “deficit” insur- 
ance needed. 

In my own case, I try to avoid de- 
tailed policy analysis. The first step is 
to “think through” the most import- 
ant of the problems and determine the 
life insurance solution best adaptable. 
The actual preparation of the presen- 
tation is done by my secretary from 
an outline type of brief. She formal- 
izes the recommendations, charts, fig- 
ures and equips me with the analysis 
for the closing interview. 

During the fact finding interview, I 
have tried to determine whether or not 
the case can be completed without 
the prospect’s wife being present. In 
about half of the cases there is no nec- 
essity for her to be present at any of 
the interviews. However, if there is 
indication that she should be, then the 
closing one is usually the time that I 
first meet her. Incidentally, it is sel- 
dom necessary for her to be “in on” 
subsequent closing interviews once 
the client has bought and is buying 
again. 

My closing interview takes from one 
to one and a half hours and is, I be- 
lieve, on a low pressure basis with 
personal motivation playing a strong 
part. I have already eliminated those 
that seem to be “hard buyers’, and I 


know when to “bow out” without the 
further investment of time. Thus, by 
the time we arrive at the last page of 
the proposal I know that he’s the type 
of person I can do business with and 
he needs my help. In order to have my 
help, he must have the program. 
There is a meeting of the minds, and 
the client-counselor relationship is 
established. If he wants time to think 
it over, he certainly may do so. But, 
before he or I spend any more time 
on suppositions, he agrees to have a 
physicial examination. Thus, one more 
interview may be necessary for a final 
decision. 

When the new insurance is issued 
and in force, my secretary and I lib- 
eralize the settlement options (if pos- 
sible), add trusteeship clauses for mi- 
nors, make up a brief summary of his 
insurance and deliver the final plan 
by mail. Options are not effected until 
he has decided whether or not he will 
visit an attorney for a will (new or re- 
vised), as most frequently the out- 
come of his conversations with the at- 
torney result in a trust under will or 
life insurance deed of trust. I try al- 
ways to urge the attorney visit and 
frequently accompany the client. 

In working with interns and resi- 
dents, my operation may differ a bit 
from others in the field. Thank good- 
ness all of us do not have the same 
technique—there’s plenty of room for 
variety. These are my feelings: Seek 
those interns and residents who plan 
to stay in the area; seek those who 
have family responsibility and feel it, 
who have money, who evidence better 
than average initial interest in the 
subject; seek those residents who are 
on a fellowship; don’t try to super- 
impose yourself on a strong father-son 
tie in which the father’s agent is 
“taking care of things”; avoid financ- 
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GENERAL 


LIFE INSURANCE COMPANY of ARIZONA 
ANNOUNCES TWO IMPORTANT 
ADDITIONS TO ITS EXECUTIVE STAFF 


BURTT DODGE DUTCHER 


Executive Vice-President 


Mr. Burtt Dodge Dutcher becomes Executive Vice-President of General Life 
Insurance Company of Arizona after two years in charge of the employee protection 
plan division of New York Life Insurance Company. There, he was greatly respon- 
sible for the fact that New York Life has been the leader in the issuance of this 


type of insurance in the United States. 


His previous experience in the insurance field began in 1941 when he joined 
Connecticut General Life Insurance Company in Hartford. During the war, he served 
as signal center officer of the Sixth Army in the Philippines, 
Australia, and was awarded the Purple Heart. He returned to Connecticut General 


for a period of five years following the war. 


Mr. Dutcher is a graduate of Kimball Union Academy in isin New Hampshire 
and Cornell University. He is a Fellow of the Life Office Management Association 
and was the founder and first chairman of the group insurance section of the Insur- 
ance, Accounting, and Statistical Association. 


CHARLES B. NORTON 


Vice-President and Director of Agencies 

Mr. Charles B. Norton comes to the position of Vice-President and Director of 
Agencies for General Life Insurance Company of Arizona from Central Standard Life 
Insurance Company of Chicago. He entered the business in New York City with the 
Equitable Life of Iowa, and holds that company’s one-a-week production record there. 

Mr. Norton developed a million dollar agency for the Guardian Life as their 
manager at Albany, New York, where he spent nearly four years. This agency was 
among the company’s leaders in exceeding quota in 1952 and 1953. 

After leaving Guardian, Mr. Norton became Superintendent of Agencies for the 
Central Standard Life Insurance Company of Chicago. While with that company, he 
directed recruiting and training activities which resulted in a one-third increase in 
business, in his territory. He is an expert on estate analysis and programming. Mr. 
Norton was educated at St. Bernard’s School, Gladstone, N. J., 


University Law School. 


For information concerning excellent General Agency opportunities in Arizona, please write to Mr. Norton at 


ALpine 8-4893 
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ing; size up and discard quickly, ang 
avoid hounding; If you sell term in. 
surance, keep close follow-up and cen. 
vert before you sell more unless ex. 
treme circumstances prohibit; stress 
uninsurability as these are a doctor's 
most impressionistic years from a 
health risk standpoint; work from re. 
ferred leads and staff lists; phone 
prospects from inside the hospital on 
house phone if the doctor is on a moy. 
ing type service, otherwise, see the 
stationary men at these places with- 
out a phone call: x-ray department, 
heart station, department of anesthe. 
siology, pathology department; a goog 
place to meet the doctor for an inter. 
view is the interns and residents room; 
get to know the chief resident of 
each service, since he is looked up to 
by the others and can give you the 
proper introduction; don’t be seen too 
frequently in any one hospital. Once 
per week is plenty. Keep moving. 

Those of us who do specialize to a 
degree in the professional market can 
easily convince ourselves that “pro- 
fessional selling to professional men” 
requires that we either sell packages 
to young students, interns and resj- 
dents, or perform a relatively elaborate 
estate planning procedure for the es- 
tablished doctor. Between these two 
extremes there are hosts of prospects 
with situations that lend themselves 
well to package selling or at least sin- 
gle idea approaches. 

In this area, some men operate ef- 
fectively making an approach that is 
not easily put off by “All my stuff is 
handled by Jim Crow of Crow and 
Company.” The idea often is of an in- 
quiring nature that attempts to draw 
out the prospect. The idea, or gim- 
mick as some may call it, is often 
directed at some probable need that 
that the client has, and the prospect 
has usually been pretty well qualified. 
The agent telephones or simply calls 
on the prospect and in an enthusiastic 
way tries to generate some steam into 
his idea. 

“Dr. Rush, have you been concerned 
about what inflation is doing to your 
life insurance and savings? I’d like to 
have a chance to show you a way to 
hedge your position with regard to the 
portion of your estate that is in equi- 
ties and the part in sureties. Would 
you allow me to discuss this with you 
for a few minutes?” 


As you can see, the attempt here 
is to attract enough interest so that 
the doctor will sit down and allow an 
agent to show him his idea. The idea 
could be a careful audit of what the 
prospect has in equities and how much 
in sureties. Here the agent gets the 
opportunity to make an_ inventory. 
Then, as most cases will show con- 
siderably more on the equity side of 
the ledger, it is a short step to point 
out the vulnerable position the client 
is in. The single idea then is to sell 
more higher premium insurance to 
bring him in balance. If the client is 
too heavly in sureties, then it is 
pointed out that it may be to his ad- 
vantage to borrow against these assets 
to purchase common stocks and to add 
to his life insurance to protect his po- 
sition if he dies. 

Single idea approaches often lead 
into complete estate plans; whereas, 
an orthodox estate planning approach 
may get nowhere. 

There are many sales being made 
every day to professional men on 4 
single idea basis—simple ones such as 
mortgage insurance, education insur- 
ance, “round your insurance out to an 
even hundred,” and some more com- 
plex—bank loan or surplus line cover- 
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age, compensating the wife for inher- 


 itance loss in those cases where prop- 


erty will pass from grandfather in 
trust for his doctor son—then to his 
children without power of appoint- 
ment; wife insurance for loss of mari- 
tal deduction; wife buying on husband 
for tax minimization; term trusts; re- 
tirement annuities for professional 
employees of a tax free corporation 
—all these and many, many more. 

The important thing for us to keep 
in mind may be to follow the track 
for which we are best suited, but not 
to become so stereotyped that oc- 
casional trips into the realm of un- 
orthodoxy are to be feared. My own 
regular type case of simplified estate 
planning is made more interesting by 
the spice of what I am able to learn 
and experience in trying something 
just a bit unusual in the package sale 
department. 

To keep your name before your 
clients and potential customers and to 
endeavor to have yourself thought of 
favorably by them is not something 
that can be done by mailings, making 
speeches before the Rotary or buying 
drinks for the bar at the club. Pres- 
tige and good will is an every day 
conscious performance of the best that 
is in us in the interests of our clients 
and their families. If we apply to our 
work the two ingredients of dedica- 
tion and truth, we will have good will. 
The old adage applies: “Good will 
like a good name is won by many acts 
and lost by one.” 

Some choose to build prestige and 
good will by their civic exposure to 
“doing good”; some mail extensively 
and frequently; another favorite is 


direct advertising in the medium that 
hits your market. If an average can 
be struck, it perhaps would show that 
Mr. Average Million Dollar Round Ta- 
ble Agent holds two or three civic or 
charitable duties, belongs to an equal 
number of social groups and performs 
well in one, mails to his clients and 
prospects a combination of his own 
and company material, buys one or 
two ads per year, gives his client 
something once a year, like a calendar, 
letter opener or notebook, and devel- 
ops his own good will by his acts of 
conscientious service to his clients. 

The professional market is not an 
easy one to enter successfully; how- 
ever, after entree is gained the re- 
ferred lead process is at its best. 

Fine cases are often written after a 
good “down to facts” interview in 
which motivation is dominant and the 
repertoire of personal experiences is 
used to the fullest extent. Complicated 
figures are to be avoided and personal 
service emphasized. 

The future for professional selling 
to professional people is bright. With 
the increased demand for professional 
services stimulated by population 
growth and standard of living eleva- 
tion, a steady stream of new profes- 
sional people is assured in greater 
numbers. The professions are still 
most independent of collective secur- 
ity. They will react favorably to your 
technique as long as you sell profes- 
sionally. 





Union Central Life has been admit- 
ted to do business in Wisconsin and 
Nevada, and now is licensed in all 
48 states, D.C. and Hawaii. 
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Bankers Life of Neb. 
Breaks Ground for 


Lincoln Home Office 

Approximately 300 people attended 
ground-breaking ceremonies in Lincoln 
for the block-long home office building 
of Bankers Life of Nebraska. 

Bankers Life president Howard S. 
Wilson, agent W. L. Mosgrove of Lin- 
coln, and Fred E. Slosson of Syracuse, 
Neb., participated in the actual ground- 
breaking. Mr. Slosson, who is 81, rep- 
resented the policyholders. His policy, 
purchased in 1894, is the oldest in 
force with the company. Mr. Mosgrove, 
representing the field organization, 
joined the company in 1900. 





Propose Piedmont Life Merger 

The board of Piedmont Life of Atlan- 
ta, a 10-year-old company with $40 
million in force, has approved a merg- 
er with Piedmont Corp., a Delaware 
investment firm. The Georgia insur- 
ance commissioner and_ stockholders 
must approve the proposal. Piedmont 
Corp. would contribute $14 million in 
assets against issuance of Piedmont 
Life stock at $58 a share. The life com- 
pany would be the surviving firm and 
keep its home office in Atlanta. 


Lincoln National Life 
to Pay Stockholders 
Extra Cash Dividend 


FORT WAYNE—An extra cash div- 
idend of 35 cents per share of stock of 
Lincoln National Life was announced 
by President Walter O. Menge fol- 
lowing a quarterly meeting of the com- 
pany’s board of directors. The extra 
dividend will be paid concurrently 
with the next quarterly dividend on 
Nov. 1 to stockholders of record at the 
close of business on Oct. 10. The extra 
dividend does not indicate any change 
in the company’s regular dividend pol- 
icy, Mr. Menge said. 





New England Life Changes Name 


of Information Department 

New England Life has changed the 
name of the information services de- 
partment to the advertising and public 
relations department in order to de- 
scribe its functions more fully. The de- 
partment will continue under the di- 
rection of David W. Tibbott who will 
have the title of director of advertising 
and public relations. Lee Barrett be- 
came advertising manager and Francis 
W. Hatch Jr. public relations manager. 















or business. 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 





And while be may not now think so, we know his 
needs or wants may some day change. So Income 
Protection is convertible—to anniversary nearest 
age 65—for the FULL amount then at risk—with- 
out evidence of insurability. 


Many widows already know the value of this 
“Women and Children First’ plan. 


BIG UMBRELLA, 
SMALL OUTLAY 


When buyers want—for whatever reason—the 
largest amount of immediate life insurance pro- 
tection they can get for the smallest possible out- 
lay, they continue to turn to Occidental’s Income 
Protection policy or rider. 


Decreasing Term for any period of 10 to 50 years, 
with or without a basic policy, and payable as in- 
come or single sum, this plan permits the buyer to 
raise a big, comforting umbrella over his family 
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Record Attendance at LAA Annual Convention 


(CONTINUED FROM PAGE 1) 





Listen and Look Ahead.” 

Three chairmen of standing com- 
mittees made up a panel that revealed 
a mass of interesting data. These were 
Joseph M. Locke, Gulf Life, advertising; 
Stanley M. Richman, General Ameri- 
can, public relations, and George I. 
Powell, Great-West, sales promotion. 

Mr. Locke said that his survey, con- 
ducted among 121 companies repre- 
senting about 90% of all advertising 
expenditures, shows that two-thirds of 
the companies will increase their total 
advertising outlay during the next 
five years. 

Mr. Powell remarked that his survey 
made it clear that during the past dec- 
ade of easy selling, the policyholder 
has become the forgotten man. He 
commented favorably on the material 
designed to alter this situation produced 
by Empire Life of Canada and Security 
Life & Accident. 

There has been a decided swing to 
package selling, Mr. Powell said. He 
commended especially the package 
selling material produced by Midland 


Mutual; Bankers of Iowa; Occidental 
of North Carolina; Colonial; Berkshire; 
Bankers National and Lincoln National. 

A trend toward the lighter touch in 
copywriting and the use of cartoons 
has been observed, Mr. Powell said, and 
commented upon new material of this 
type produced by Empire Life of Can- 
ada and Occidental of California, and 
the picture kits of Kansas City Life. 

Mr. Richman concluded his talk on 
public relations by calling upon Rich- 
ard Waters, John Hancock, to display 
through slides the letters used in mak- 
ing a policyholder survey recently 
made among 5,000 policyholders that 
produced a return of 62%. 

Leo Aikman, editorial assistant At- 
lanta Constitution, was the concluding 
speaker of the session. He gave a hu- 
morous and philosophical talk. 

William A. Neville, Great-West, 
wielded the gavel at the concluding 
session. Kermit Rolland, head of Ker- 
mit Rolland & Associates, Princeton, 
N.J., and formerly with New York Life, 
spoke on “How to Improve Your Com- 
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Truly Stands Out 


Just as the Chartered Life Underwriter key stands out among the 
rules above, it stands out on its wearer—as a symbol of the achieve- 


ment of special distinction in our business. 


to wear this key . . . why we urge you other readers of this advertise- 
ment to consider doing so. There is still time to investigate how you 


may prepare locally for your CLU 


DES MOINES, 
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pany’s Written Communications.” 

James E. Powell, vice-president 
Provident Life & Accident, gave a care- 
fully prepared and thoughtful paper 
on “The Advertising of A&S Insurance.” 

An amusing skit, “A Day in the Life 
of an LAA Man,” was given by a cast 
headed by Hal R. Marsh, Jefferson 
Standard. He was assisted by several 
from the home office of Pan-American 
and the New Orleans office of Jeffer- 
son Standard. 

The last speaker was Fred Smith of 
Fred Smith Associates, Cincinnati, who 
outlined his business philosophy co- 
gently and with wit. 

Charles C. Fleming, Life of Virginia, 
traditional chairman of the resolutions 
committee, gave his report. 

John P. White, Lincoln National, was 
chairman of the exhibits session. Don 
B. Parkinson, Southwestern, gave the 
commentary on the 468 exhibits. He 
told of the judges’ reactions to the dis- 
plays in the various categories. W. A. 
Colfer, Prudential, chairman of the ex- 
hibits committee, presented the cer- 
tificates of award. 

The featured entertainment came 
the second evening in the form of a 
reception and cocktail party given at 
the home office of Pan-American, fol- 
lowed by dinner and dancing at New 
Orleans Country Club at which 24 
southern companies were hosts. 

On the final day the Eastern, South- 
ern and North Central Round Tables 
had separate breakfasts at Brennans, 
one of New Orleans outstanding French 
Quarter restaurants. 





Guarantee Mutual 
Breaks Ground for 
Home Office Building 


Ground has been broken for the 
Guarantee Mutual Life new home of- 
fice building in West Omaha. Presi- 
dent Ralph E. Kiplinger operated a 
bulldozer and Charles Connolly, re- 
tired employe with 46 years service, 
used hores and a walking plow to turn 
the first earth. 

Mayor Rosenblatt of Omaha, presi- 
dent Smith of the Omaha Chamber 
of Commerce, and Nebraska Insurance 
Director Pansing congratulated the 
company and spoke at the brief cere- 
mony. 

The modern, $1,600,000 building is 
expected to be completed in the spring 
of 1958. 


Insurer Asks to Sell 
Stock with Policies 


National Life of America, Mitchell, 
S. C., has filed a statement at Securi- 
ties & Exchange Commission seeking 
registration of 86,784 shares of $5 com- 
mon stock. The company would offer 
each of its 23,279 policyholders as of 
last July 31 1% shares at a subscrip- 
tion price of $7.50. The balance would 
be exchangeable for “founders certifi- 
cates” and the coupons issued with 
certain of the company’s policies. 





Heart of Texas to Host 


Regional Sales Congress 


Heart of Texas Assn. of Life Under- 
writers will host a regional sales con- 
gress at Temple, Oct. 5, for members 
of the Heart of Texas, Central Texas, 
Bryan, Waco, and Austin associations. 

Speakers will be W. T. Spencer of 
American National, vice-president of 
Texas Assn. of Life Underwriters; Ford 
Munnerlyn, vice-president of American 
General Life; M. T. Utley, vice-presi- 
dent of American Founders Life, and 
C. F. McSpadden of Southwestern Life. 
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Your Mutual 
Benefit Life 
Man says: 


difference 
between 
selling 
policies— 
and 
meeting 
needs.” 


From the client’s standpoint it can 
easily be the difference between 
complete satisfaction and utter dis- 
appointment. From the life insur- 
ance agent’s standpoint it can be the 
difference between a richly reward- 
ing career of service and a dull day- 
to-day existence. Because Mutual 
Benefit Life men like G. Reese 
Foote Jr. of Buffalo, put the em- 
phasis on “meet- 
ing needs,” their 
clients are happy 
and they them- 
selves are success- 
ful, The Mutual 
Benefit Life In- 
surance Com- 
aig Newark, 


ew Jersey. 
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N. Y. Life Wins High 
Award for Public 
Relations Activity 


NEW YORK—New York Life has 
been selected by a board of judges to 
receive the public relations news award 
as one of the 10 best among all corpora- 
tions and associations in the country 
in respect of “outstanding contributions 
to professional and management pub- 
lic relations progress.” 

In presenting the award to Clarence 
J. Myers, president of New York Life, 


ai SIR 





Mrs. Denny Griswold, publisher of 
Public Relations News, said, “The 
Public Relations News annual achieve- 
ment awards were established in 1950 
to serve three specific objectives. To 
stimulate better public relations per- 
formance, to win greater recognition 
for public relations as a major function 
in all fields of organized activity, and 
to direct nationwide attention to the 
contributions of public relations to the 
American way of life. The success of 
New York Life Insurance Co.’s imagi- 
native, skillfully directed, and man- 
agement-supported public relations 
program demonstrates that a company 
serves the best interests of both itself 
and the public when it gives major at- 
tention to its public relations.” 

The award was made to New York 
Life for “establishing, through the prac- 
tice of enlightened public relations, 
unusually harmonious landlord-tenant- 
community relationships at its huge 
Fresh Meadows housing development” 
on Long Island. 

In his acceptance, Mr. Myers said: 
“When all is said and done in the end, 
a company’s public relations office will 
only be as useful to management as 
management wants it to be. If man- 
agement thinks of the public relations 
operation in a small way then it will 
occupy a small place in the company’s 
scheme of things and its contribution 
will be small. If management thinks 
it is important then it will occupy a 
prominent place and its contribution 
will be significant.” 

Tuesday’s luncheon marked the re- 
institution of the annual awards, which 
had been suspended following the death 
of Glenn Griswold, co-editor of Public 
Relations News, Mutual of New York 
was among the previous award win- 
ners. 


N. C. to Review Credit 
A&S Rates, Experience 


; Commissioner Gold of North Caro- 
lina will hold a public hearing Sept. 29 
to review credit A&S premium rates 
and loss experience for the past year. 

It will be the commissioner’s second 
rate review since the 1955 general as- 
sembly authorized him to supervise 
credit A&S. At the first review last 





year, he ordered an immediate reduc- 
tion of 25%. While the law instructs 
the commissioner to review the rates 
from time to time, Mr. Gold said he 
will review them annually. 

Although the seven companies sell- 
ing A&S through small loan firms have 
filed their 1955 experience reports, Mr. 
Gold said he had not had an opportun- 
ity to study them. His staff indicated 
that claim payments have increased 


LOMA President Urges 


Good Human Relations 

If the problems of this age are to be 
solved, business men must place less 
importance 
on things and 
more’ importance 
on people, Warren 
J. Moore, execu- 
tive vice-presi- 
dent of Old Line 
Life and president 
of Life Office 
Management 
Assn.,told 
LOMA ’s 3-day 
annual conference 
at Edgewater 
Beach hotel, Chi- 
cago, last week. 

Industry in recent years has recog- 
nized the importance of human rela- 
tions, realizing that an individual is 
not composed of one part which car- 
ries on physical activity and another 
part that does the thinking, Mr. 
Moore said. 

Industry now treats the individual 
as a unit which both thinks and acts, 
planning its human relations program 
accordingly. Employes are not treated 
as mere cogs in a machine, but are 
accepted as associates who have self- 
respect and self-confidence. The re- 
sult is not only a higher degree of 
labor-management harmony, but a 
higher rate of production and effi- 
ciency, he said. 


N. E. Mutual Holds 
Largest Regional 


The largest of five fall regional agent 
conferences of New England Mutual 
Life was held in Lake Placid, with 
455 agents and wives from 10 states 
and 27 agencies, and officers and rep- 
resentatives from the home office, on 
hand. An informal company reception 
Sunday evening, followed by a show- 
ing of “New England Portrait,” the 
company’s new color movie, started the 
convention. 

Lambert M. Huppeler, vice-president, 
opened the business meeting, which 
under Chairman Warren Johnson, di- 
rector of agencies, featured a special 
ladies program by Mr. Huppeler and 
Homer C. Chaney, 2nd vice-president. 

The men’s session was mainly de- 
voted to programming the estate plan- 
ning, with Mr. Johnson, Lorne S. 
Brown, assistant director of field train- 
ing, and a five-man panel of agents 
led by Merton E. Sayles, director of 
agencies, participating. Panel members 
were: D. C. Flagg of Newark, Jack 
Halberstadt of Philadelphia-Hunting, 
R. C. MacCloskey of Philadelphia- 
Haines & Dunn, C. L. Quinn of Boston- 
Summers, and H. F. Silver of New 
York-Byrnes. 

Doane Arnold, 2nd vice-president, 
discussed the relationship between 
field and home office in underwriting, 
and Alan Beck, editor of “The Pilot’s 
Log,” company field magazine, de- 
scribed new items in the sales promo- 
tion program. 

At a pension planning session with 
John T. Callihan, agency pension con- 
sultant, participants were S. O. Thomp- 
son of New York-Byrnes, H. R. Brew- 





W. J. Moore 


2 NAIC Subcommittees 


on Hospital Problems 

Superintendent Pryatel of Ohio, 
chairman of National Assn. of Insur- 
ance Commissioner’s committee on 
non-profit hospital and medical service 
associations, has appointed two sub- 
committees—one to evaluate the re- 
imbursement formula betwen hospit- 
als and the service organizations and 
the other to study the problem of ex- 
tended maternity benefits. 

Commissioner Davey of Indiana is 
chairman of the formula evaluation 
subcommittee, with Gillooly of West 
Virginia and Navarre of Michigan as 
members. The maternity benefits sub- 
committee consists of Jackson of Mary- 
land, chairman; Smith of Pennsylvan- 
ia and Holz of New York. 








ster of Providence, E. M. Lupean of 
Pittsburgh, J. J. Langan of New York- 
Byrnes, Buckley Hubbard Jr. of Buf- 
falo and J. E. Stoughton of New York. 

One session was devoted to business 
insurance, with particular emphasis on 
sales opportunities that exist based on 
business organization and in group life 
and A&S. The latter was discussed by 
A. Z. Allen, district group manager of 
Cleveland. A typical business insurance 
case was developed by Mr. Brown and 
evaluated by a panel, as was a dem- 
onstration of a partnership interest 
sale. 


Studies Cause for 


Non-Purchase of L. I. 
More than half of all U. S. families 
who do not own life insurance can’t 
afford to buy any, a new survey by 
Institute of Life Insurance reveals. 
The institute studied why 14% of 
all U. S. families don’t have any life 
insurance and found that families 
with both husband and wife living 
were more apt to be owners than 
others, 9% of such families being 
without life insurance. More than half 
of the uninsured families gave “can’t 
afford” as their reason for non 
ownership. Less than one-fifth of the 
uninsured families gave ineligibility 
as the reason. About the same num- 
ber said they did not own any life in- 
surance because they did not approve 
of it. One-seventh of the uninsured 
said they had no need for insurance. 





Pru Managément Team 


Has Meeting at Pasadena 


Nearly 100 members of the Pruden- 
tial management team representing 11 
western states of Los Angeles regional 
home office met at Huntington-Shera- 
ton hotel in Pasadena Sept. 20-21, to 
discuss expansion plans in the western 
area, and production, training and re- 
cruiting. Carl White, executive direc- 
tor of district agencies, was chairman. 
Main speakers were vice-presidents 
Harry J. Volk and Frederick A. Schnell. 
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CONSULTING ACTUARIES 
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Consulting Actuaries 
ARTHUR M. HAIGHT, President 


Indianapolis Omaha 


























ILLINOIS 








CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
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Auditors and Accountants 
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Harry S. Tressel & Associates 
Consulting Actuaries 
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management and home office. 


Correspondence confidential. 


SALES DIRECTOR 
FOR 
Aggressive stock legal reserve company with Home Office in Chi- 
cago, writing Life and A. and S. Company now operates in Illinois 
and will enter other states. This well established company is under 
sound, progressive management and has ample capital and surplus 
to support a healthy development program. 


The man we want must like a challenge—be familiar with insurance 
sales in the general Mid-West area—be between 35 and 45 years 
of age preferably—have a college education—be a proven per- 
sonal producer—have a successful employing, training and agency 
production record. Can count on complete support of agency minded 


Compensation open but will be both salary and valuable stock 
option. Please furnish qualifications and experience statement. 


Write Box N-41, c/o The National Underwriter Co. 
175 W. Jackson Bivd., Chicago 4, Illinois. 











GROUP UNDERWRITER 


We must have a man 25 to 35 years of 
age experienced and qualified to take com- 
plete charge of group underwriting, life 
and accident and health coverages, in a 
company that entered the group business 
2 yedrs ago and has a fast growing 
volume of business. The responsibilities 
would include supervision of new under- 
writing, renewal underwriting, policy issue. 
promulgation of rates and preparation of 
proposals. 


Excellent opportunity for qualified person 
with progressive and rapidly expanding 50 
year old life insurance company located 
in a medium size mid-western town. Salary 
open. Address Box P-54, c/c The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 





INTERESTED IN MICHIGAN? 


General Agency opportunities in various 
centers. Our contract is well worth asking 
about. Complete line at competitive rates 
with full underwriting facilities. Established 
1897. Reply to The Northern Life Assurance 
Company, Northern Life Bldg., London, 


Ontario. 














ASS’T MANAGER WANTED 
IN NEW YORK CITY 


Rapid growth forces us to go out of our 
Agency for a full time, career life under- 
writer, sful in our b for 2 years 
or more, who would like to work toward 
Agency Management for one of the larg- 
est ordinary companies in America. Please 
write Box P-46, c/o The National - Under- 
writer Co., 175 W. Jackson Blvd., Chicago 
4, Ill., giving age, experience and training. 
All replies strictly confidential. 








AGENCY SUPERVISOR WANTED 


A large old Eastern Life Company needs a 
supervisor for one of its old established agen- 
cies in Chicago. The man must have ambitions 
to be a General Agent. 


To meet the needs of expansion, a supervisor 
is needed who can train and supervise men. 
Prefer college graduate over age 30, married 
and who has done some personal production. 
This is an excellent opportunity to be compen- 
sated while gaining experience on the way up 
to your own agency. General Agent will help 
with recruiting. Compensation—SALARY, OVER- 
RIDE, and BONUS. Write Box P-53, c/o The 

ational Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 














GROUP UNDERWRITER 
And Member of the Committee on 
Rates and Coverage 


Must know Life, Loss of Time and Health 
Care Insurance, and the factors that enter 
into the Loss Ratio. This is an opportunity 
for the man whose road to the top is not 
open. Assistance in relocating in pleasant 
suburban surroundings. 


Apply: 
BANKERS LIFE & CASUALTY COMPANY 
4444 Lawrence Avenue 
Chicago 30, Illinois 


ACTUARIAL OPPORTUNITIES 
Well Established and progressive firm of Con- 
sultants and Actuaries in New England has 
openings with excellent opportunities for Actu- 
aries and Actuarial Students. Inquiries confiden- 
tial. State professional standing or qualification 
and experience. Address Box P-38, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 











ACTUARIES WANTED 


Rapidly growing Detroit Consulting Firm needs 
student with 4 exams, Associate and recent 
Fellow. Good opportunity for all. Address Box 
P-45, c/o The National Underwriter Co., 175 
W. Jackson Bivd., Chicago 4, Ill. 

















GENERAL AGENCY OPPORTUNITY 


Friendly Eastern Company with the New Fea- 
tures, like 5 for | Family Income, Coupon Policy, 
Term on Term... plus all the good old stand- 
ords .. . Life Dept. headed by proven Life In- 
surance Men... Agency Offices will be opened 
in several cities in Ohio, Pennsylvania & Mary- 
land. Address Box P-37, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 














OPPORTUNITY FOR A C.L.U. 


C.L.U. who is a better administrator than 
salesman needed by substantial personal life 
and group producer to direct his rapidly ex- 
panding office operations in Los Angeles. Sal- 
ary and profit sharing. 

Write Box P-48, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, III 








St. Louis Newspaper Blasts 


Ill. Insurance Department 
(CONTINUED FROM PAGE 1) 

ery, saying Barrett persuaded an ex- 

ecutive of the company “to alter com- 

pany records to conceal a $5,000 check 

sent Barrett when the firm sought a 

license in Illinois.” 

Louis B. Nagy, treasurer of Alabama 
General, is quoted as saying he had a 
conference with Barrett at Chicago last 
April and Barrett declined to forward 
a copy of the company’s annual state- 
ment to the department unless a nota- 
tion disclosing his $5,000 fee was ex- 
punged. “Barrett said this was an elec- 
tion year and he couldn’t afford to 
have his name in the statement. Nagy 
related ‘that was the only change he 
suggested. He was a real Dapper Dan.’ 

“The insurance company, Nagy con- 
tinued, complied with Barrett’s re- 
quest and sent him a statement omit- 
ting mention of the $5,000 payment 
but then reconsidered and decided not 
to seek an Illinois license. Barrett then 
returned the $5,000 check without tak- 
ing the matter up at Springfield, the 
official said. 

“.. Telling of his dealings with 
Barrett, Nagy said that a Chicago law- 
yer with whom the company had done 
business informed him he had ‘heard’ 
that Barrett was ‘the man to see’ to get 
an Illinois license and that the fee was 
$5,000. Similar information was re- 
ceived from other sources, Nagy add- 
ed.” 

When Alabama General made its 
first overtures to Barrett it sent a 
letter saying: “We have been advised 
that your fee for attorney’s service 
will be $5,000. We understand of course 
that there will be certain miscellaneous 
costs and have been authorized to pay 
same.” The miscellaneous costs, Mr. 
Nagy told the Post-Dispatch, referred 
to “any filing fees which might be 
necessary or other routine legal ex- 
pense.” 

The Chicago Daily News took up the 
Post-Dispatch lead and on Monday 
carried a story quoting Commissioners 
Sheehan of Minnesota and McConnell 
of California on their problems with 
Illinois. Mr. Sheehan, the Daily News 
said, called the Illinois practices “ugly 
business methods.” The Minnesota de- 
partment had to retaliate and hold up 
Illinois company applications in Min- 
nesota for more than a year until the 
situation eased up. 

Mr. McConnell told the Daily News 
he was “forced to call McCarthy be- 
cause of the stalling tactics against 
the California-Western States Life Ins. 
Co. The company’s attorney, Howard 
Jeske, confirmed this. Jeske, reached 
at Sacramento, said the company tried 
a year ago to get application blanks 
from McCarthy’s office. Not until Mc- 
Connell personally called McCarthy 
several months later were they able 
to receive the blanks, Jeske said.” 

The Chicago Sun Times on Tuesday 
carried a report that the Chicago Bet- 
ter Business Bureau has charged the 
Illinois department with failing to co- 
operate with BBB investigations of 
overcharges on insurance for financed 
automobiles. Kenneth Barnard, presi- 
dent of the Chicago bureau, said he 
has waited several months for a reply 
to a questionnaire sent to McCarthy. 

A letter was sent Feb. 24, and {when 
no reply had been received by Apg. 27 
another letter was sent, and this was 
answered by L. A. Berman of the de- 
partment, who said the questionnaire 
had been referred to Laddie T. Pel- 
nar, who has been out of action with a 
coronary attack but will answer the 
questions when he returns to duty. 

The Sun Times says: “The apparent 


Says PR Men Must 


Improve Own Programs 
(CONTINUED FROM PAGE 3) 
have trouble finding its rightful place 
Perhaps we can absorb a Univac inty 
our business, because a Univac cannot 
think and we have to feed it concepts 
but the organism of a public relation; 
man is infinitely more complex than 
that of a Univac. He can think, and he 
has to help us develop our own ¢op- 

cepts.” 

As the public relations man grows jn 
stature, he will grow into the life of, 
company the way the agency depar. 
ment has. Performance is the key wo 
to public relations growth, and eve, 
the simplest type of performance jg 
always seen by management. 

One error public relations men make 
is the attempt to cure all the ills ofa 
company at once. If he undertakes to 
move on all fronts simultaneously, his 
activities will be so thinned out that 
they may not be feasible to anyone. 
But if he isolates one or two of the 


most important problems and devotes * 


his attention to them, he may approach 
a solution and he will certainly be seen 
and understood better by management, 
Mr. Bryan stated. 

Every company needs an identity and 
a personality of its own in the commu- 
nity. The public relations man could 
take the leadership in this area. If he 
were to concentrate on this one job, 
even though he had many other actiy- 
ities, he would perform a definite ser- 
vice, and his work would meet with 
great approval by management. 

The most effective public relations 
work is done when the public relations 
director has complete and direct ac- 
cess to top management, and when 
management makes sure he is inti- 
mately acquainted with policies and 
objectives, Mr. Bryan said. This rela- 
tionship results when the public rela- 
tions man proves himself. 

A public relations man who is a 
sound professional knows how to write 
a press release and is wise in the ways 
of communication. He sets out to earn 
a close relationship with fellow staff 
members and ends up by having them 
come to him for advice and guidance in 
communications problems. They start 
out by wanting to know how to carry 
out policy and end up by asking his 
aid in formulating policy. 

“We are all just beginning to under- 
stand what public relations is about,’ 
he continued. “In the years that stretch 
ahead of us, public relations will be- 
come what we might call a ‘built-in’ 
function of management. We accept it 
today. When our understanding match- 
es our acceptance, then we will be on 
our way from a public relations point 
of view. 

“When you come right down to it, 
public relations cannot create a com- 
pany personality all by itself. But it 
can express that personality with ut- 
most effectiveness. That’s what all of 
us need to understand.” 

The job of public relations men is to 
build strongly on the current acceptance 
of management and to turn that accept- 
ance into understanding, Mr. Bryan 
said. 





W.O.W. Committee Changes Name 


The committee which maps the ffa- 
ternal program for Woodmen of the 
World, Omaha, has changed its name 
from national service committee to 1a 
tional fraternal committee. 








shoulder-shrugging attitude in the 
state insurance department wa 
brought to light several days after 
the St. Louis Post-Dispatch had charé- 
ed certain irregularities.” 
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“And of course I deduct him as a business expense” 


Provident Mutual doesn’t necessarily endorse the 
device depicted above. We do endorse—and en- 
courage in Provident Mutual agents—the creative 
approach to selling of which this is a somewhat 
exaggerated example. And through specific sales 
helps, home office cooperation . . . in every way 


we can... we try to stimulate the creative, con- 
structive atmosphere in which the career life agent 
can do his best work. 

That’s one reason, we think, why the majority 
of Provident Mutual agents are career agents. 


Provident Mutual 


Life Insurance Company of Philadelphia 





BROKERS-— 





WITH 


MONY’S TMi" POLICY 


you can offer your prospect 


protection when it’s needed most, at low cost! 
*TEMPORARY MODIFIED TERM 


e Sample gross premiums, dividend illustra- 
tions and illustrative average net cost for 


Here are the highlights: 


A five-year convertible term policy with 
modified premiums for the first two years 


$10,000 minimum— issued standard and sub- 
standard 
Can be converted at any time during the 


five-year period to the same face amount 
cf permanent insurance 


MONY guarantees above conversion right 
without medical examination during period 
policy is in effect 
Issued to age 60 


TMT is applicable to family as well as 
business requirements 


Miwa 6-- New York 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 
NEW YORK. NY 


Life Insurance —Accident and Sickness —Hospitalization— 
Retirement Plans... FOR INDIVIDUALS AND EMPLOYEE GROUPS 


MONY offices are located throughout the United States and in Conoda 


MONY TODAY MEANS MONEY TOMORROW! 





> 





$10,000: 


At Age 30 


First year 
Second year 
Third through fifth years 


At Age 40 
First year 


Second year 


am Third through fifth years 


Gross Premium 


illustrative 


Dividends { 
(payable at endof 2nd 
and later policy years | 


$57.20 None 
$57.20 $25.50 
$82.70 $25.50 


Illustrative net cost 
averages $52.10 a year 


$83.90 None 
$83.90 $32.70 
$116.60 $32.70 


Illustrative net cost 
averages $77.36 a year 


tDividend and net cost illustrations are based on the 
Company’s current illustrative dividend formula. They 
are in no sense guarantees or even estimates of future 
dividends, which must depend on future experience 
and the annual action of the Company’s Trustees. 


INQUIRIES FROM BROKERS INVITED 





